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i FRINKFORT GENERAL 
HEAD OF THIRD LARGEST 
GERMAN FLEET, IN TROUBLE 


ews Cables Tell Financial Diffi- 
cu'ties Following Failure of 
Frankfort Bank 


MANY SUBSIDIARIES 


Once.in This Ccuntry; Several 
Life Companies Are Under 
Its Control 


American insurance men familiar with 
he situation in Germany took the keen- 
st interest this week in the cabled sto- 
ies of the financial difficulties.of the 
rankfort (General Insurance Co. of 
rankfort-on-Main, one of the largest 
nsurance companies in Germany, and 
ead of a vreat insurance fleet. The 
nterest is not only in the fact that such 
a large financial institution could get 
nto such decp water, but because of the 
ircumstances and the political develop- 
ents which may ensue. The trouble of 
he Frankfort General pulled down the 
udwest Deutsche Bank of Frankfort, a 
subsidiary which was doing its banking 
business. Incidentally,.in the Frankfort 
eneral fleet are a number of life com- 
panies, 

According to the daily papers the in- 
jurance company had engaged in specu- 
ative transac:ions entailing losses which 
ay reach 200,000. Late rumors are 
hat the All; iz-Stuttgarter, the largest 
nsurance fleot in Germany, might try 
rescue the Frankfort General; also 
hat there is a possibility of an inter- 
ational sync ‘cate being formed to take 
i. the flee _It is known that one of 
ne large Br.tish companies has been 
bond its German business in close co- 
Peration wii’ the Frankfort General. 

Its Assets 

rate assets of the companies in the 
aif ned General group are close to 
* a bililon arks, a mark being twen- 
Hf og gia Che outstanding insurance 
es ife subsidiaries is around a billion 
aa The ‘rankfort General on De- 
xl er 31, 1928, had $22,000,000 assets, 
oe of iis subsidiaries. Its fire pre- 
mums alone were $4,000,000 last year. 


he company had about $5,000,000 of ma- 
ne premiums in 1928, 


rf Paul ee ago occurred the death 
fy _ ce, the man who built up 
: fa fort General. He was over 
oined i. he passed away. Dumcke 
ats € Frankfort General in 1892 
d the Was a small company. He start- 
Ser held movement in German in- 
be te 1912 by establishing a work- 
ife ngement with the Frankfort 
nd the Ne years later the German Fire 
a eptune Life were amalgamated. 
rankfert the companies now in the 
r General group are the Aachen 
(Continued on Page 26) 



































PHOENIX 


Assurance Company, Ltd. 
of London 


150 William Street, New York 





A Corporation which has stood the test 
of time! 147 years of successful business 
operation. World-wide interests. Abso- 
lute security. 








DEPENDABLE Excellent Service and Facilities 


PHOENIX 


Indemnity Company 


150 William Street, New York 


Evtablesbed ize 
INSURANCE 
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“Those Stones Will be Held Sacred” 


When we build let us think that we build forever. Let 
it not be for present delight, nor for present use alone, let it 
be such work as our descendants will thank us for, and let 
us think, as we lay stone on stone, that a time is to come 
when those stones will be held sacred because our hands 
have touched them, and that men will say as they look upon 
the labor and the wrought substance of them, “See! this our 


fathers did for us.” 
—John Ruskin. 


In this spirit our Manpower campaign was designed. The Penn Mutual, 
determined to fulfill its function as a widespread distributor of the benefits 
of life insurance, has set up a system of recruiting, training, and supervision,— 
all to the end that the specific needs of an ever-increasing proportion of the 
population of the United States may be adequately covered through Penn 
Mutual service, and by a constantly expanding and permanently high-grade 
organization. 





Wm. A. Law, President 
Wm. H. Kingsley, Vice President Hugh D. Hart, Vice President 





The Penn Mutual Life Insurance Company 
Philadelphia 


Independence Square Founded 1847 




















METROPOLITAN'S FAMOUS 
$9,000 WHOLE LIFE AS 
SEEN BY N.Y. DEPARTMENT 


Triennial Report, Just Filed, Re- 
veals Importance of This 
Policy 


GROUP EXPERIENCE GOOD 


Methods of Fixing Dividends 
Praised; Changes in Canada 
Expenditures 


When the New York Insurance De-' 
partment makes one of its triennial ex- 
aminations of the giant companies the 
report is always one of the most inter-: 
esting insurance documents on file in 
any insurance department. The depart- 
ment has just filed its report on the 
Metropolitan, a titanic job as can be 
imagined as the examiners were engaged 
for a year or so on the work. The ex-j 
amination is up to December 31, 1927, al-7@ 
though there are some comments as to! _ 
1928 matters, including reference to the 
Niagara Life, where policies are now 
showing a profit instead of a deficit, and 
the Canadian business where expendi- 
tures have been cut down. 

The report consists of 228 typewy 
pages and is signed by Examiner I 
F. Broderick. It covers such a 
range of items, running from methods% 
figuring dividends to disability and a 
nuity matters, that the reporting exam 
iner says it is impossible to cover all: 
the subjects fully in a written report. 
The examiners would spend days look- 
ing into some phase of the business, and 
which was necessary in their examina- 
tion before reaching their conclusions, 
and naturally a whole library of books 
would have to be published if they had 
to write everything in a report. The 
group insurance section alone is volumin- 
ous. Disability covers many 
Dividends consume considerable 2 

Officers Are Specialists 

The report concludes as follows’ 

“The Metropolitan Life has grown 
from a state of comparative simplicity 
of business:to one of complete activities, 
and its operations have been enlarged 
and broadened apace. Its insurancg in 
force and assets have increased each 
year at a phenomenal rate. It has be- 
come .the largest insurance company in 
the world. 

“The officers of the company are spe- 
Cialists, each in his own line. The com- 
pany is ably and efficiently managed and 
its financial position is strong and with- 
out question. The policy contracts are 
liberally interpreted* and’ -pdli¢yholders 
receive fair and equitable treatment.” 

Some interesting conclusions are 
drawn about dividends; ~-For: ‘instance, 
after describing the Metropolitan’s sys- 


(Continued on Page 13) 
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—Or ganized Service— 


THE KEANE-PATTERSON AGENCY 
MASSACHUSETTS MUTUAL LIFE INSURANCE CO. 


225 WEST THIRTY-FOURTH STREET, NEW YORK CITY 


LEYENDECKER BRANCH 


225 Broadway 






Telephone: Barclay 3670 


A Goode Policie 


1: oftentimes happens that a 
mam f@ould habe temporary 
proteckshun for a periode of 


from one to fife veares. 


Aa, 

SS or this continginete fe 
hate a nef policie to offer tubich 
compares fagorablie foith any, 
vibing the policyholder lofer 
rates, lofuer net cost and the 


solicitor a higher commishun. 


qT is a remarkablie yoode buy 
partikularly considering fubat 


the holder of the policie can — 


get fithout examination tlen 
he congerts. All gonde soli- 
citors should habe it on their 
list. Chey should inguire at 


ounce uf---- 


BRONX DIVISION 
566 Courtlandt Avenue 
Telephone: Melrose 2225 


Telephone Chickering 2384 
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Program Features For 
Am. Life Convention 


SOME OF SPEAKERS ANNOUNCED 





John M. Laird’s Program Committee 
Makes Preliminary Plans; Enter- 
tainment Events 





The program for the twenty-fourth 
annual meeting of the American Life 
convention, which will be held at Cin- 
cinnati, Ohio, on October 14 to 18, is 
being put into shape and the special pro- 
gram committee, of which John M. 
aird, vice-president of the Connecticut 
General Life of Hartford, has worked 
out what is looked upon as one of the 
best balanced insurance programs ever 
Boresented at a similar gathering. 

A distinct departure from the former 
arrangement of the American Life Con- 
ention programs is that various sessions 
of the main convention will be devoted 
o subjects of especial interest to some 
one of the sections of the convention, 
Bich as Financial, Home Office Manage- 
ent and Agency Section. In addition 
the various sections will hold their own 
special meetings at which they will elect 
officers and transact other business of in- 
erest, 


Complete details of the convention 

program have not yet been worked out 
but the names of some of the outstand- 
ng speakers who will address the meet- 
ng are now available. 


On the afternoon of Wednesday, Oc- 
ober 16, Walter W. Head, president of 
he State Bank of Chicago, will speak 
on ‘This Modern Age.” Mr. Head is 
pne of the leading financial men of the 
est and for many years has always 
been prominent in the affairs of the Boy 
scouts, the Young Men’s Christian As- 
sociation and similar organizations. He 
as also served on the boards of various 
educational institutions. He is a director 
or several large railroads. Because of 
is large and varied experience Mr. 
ead’s paper should prove one of the 
€atures of the convention. 


Non-Medical Results 


Franklin B. Head, vice-president of the 
incoln National Life, will speak the 
morning of October 18 on “Four Years’ 
xperience With Life Insurance With- 
Dut Medical Examination.” 
he writing of non-medical insurance 
S one of the big problems now confront- 
ng the insurance world and as Mr. 
~~ has made a very exhaustive study 
bt all phases of this field of insurance he 
» Sure to have some very interesting in- 
ormation for those present. 
ac ge session of the convention 
hs Robbins, president of the Ce- 
ao Life, and former assistant 
sovaid of war, will be one of the 
ers. The subject of his paper has 
D yet been announced. 
a. - Dingman, vice-president of 
 ~ontinental Assurance of Chicago, 
ad Speak October 18 on “Human Na- 
Ne and Disability Insurance.” Dr. 
— 1S an outstanding figure in life 
ce and his paper will touch on 


rany a 
; ngle 







































cretofore have been over- 
went ne insurance men. He is 
CO; ; : 
gnized as an authority on the sub- 
ulm by the program com- 
Th 
Sol ig day of the convention will be 
Fe hey the registration of the dele- 
on h other visitors at the conven- 
 Headquart 











F ers, the Sinton Hotel. In 
nN bn Life that day the annual Ameri- 
| ill be sf Onvention Golf Tournament 
enue nati ms. On one of the leading Cin- 
ons Ountry club courses. 

The eye Section Meeting 

e . . ° 
sa 1g on Te Section will hold its meet- 


uesday, October 15, and that 








E. J. Clark of Baltimore Has Seen 


35 Years of John Hancock Service 


It was thirty-five years ago that 


Ernest J. Clark of Baltimore joined the 
forces of the John Hancock Mutual Life. 
Since that time he has not only won 
distinction as an agent and general agent 
but has become recognized as one of the 





ERNEST J. CLARK 


leading men in the councils of insurance, 
his work with the National Association 
of Life Underwriters and the new Am- 





erican College of Life Underwriters be- 
ing particularly outstanding. 


In a story about his activities with the 
company the John Hancock “Signature” 
refers to him as “always a tireless and 
effective worker.” 

Mr. Clark was graduated from Leban- 
on University, class of ’90, and then 
taught school for a year. On June 1, 
1894, after two years in the life insur- 
ance business at Cincinnati, he was ap- 
pointed Superintendent of Agents for 
Ohio and West Virginia in the agency 
of J. C. Campbell. In January, 1897, Mr. 
Clark was made state agent for Mary- 
land and District of Columbia, which po- 
sition he has continued to fill faithfully 
and successfully. 


Mr. Clark was one of the organizers 
of the Baltimore Life Underwriters’ As- 
sociation and served that organization, 
as well as the national body, in the po- 
sitions of both president and secretary. 
It was while he was secretary of the 
National Association, during 1904-5-6, 
that “Life Association News” was 
founded. 

For more than fifteen years Mr. Clark 
has been one of the leading exponents 
of life insurance education and has 
worked for the higher elevation of the 
life underwriter from the standpoints of 
educational preparation, professional 
service, and adherence to sound ethics 
in conduct of the business. Mr. Clark 
served as secretary of the American Col- 
lege of Life Underwriters until April 2, 
1928, when he succeeded Edward A. 
Woods as president. 











WESTERMANN AT HOME OFFICE 


Made Agency Instructor; Assistant 
Manager at Woods Agency in Pitts- 
burgh; Brought to New York 
Clayton J. Westermann has been ap- 
pointed an agency instructor for the 
Equitable Society in the department of 
training under the direction of Second 
Vice-president Borden, his primary du- 
ties being to instruct and help the 

agency force in specialized selling. 

Mr. Westermann is well equipped for 
this new work. He is a graduate of 
Yale, a lawyer and a member of the 
Allegheny County Bar. For several 
years he has been associated with the 
Pittsburgh Agency where he has not 
only qualified as a personal producer, 
but has occupied the position of assis- 
tant manager. He has taught in the 
Edward A. Woods School of Life Un- 
derwriting, and has had charge of its 
department of specialized sales. Mr. 
Westermann has recently qualified for 


the degree of Chartered Life Under- 
writer. 





BOSTON ASS’N ACTIVITY 





Now Has Nearly 750 Members; Will 
Send Large Delegation to Wash- 
ington Convention 


The Boston Life Underwriters’ Asso- 
ciation expects to send between 35 and 
50 members as delegates to the conven- 
tion of National Association of Life Un- 
derwriters at Washington, September 25 
to 27; the party will leave on the eve- 
ning of Tuesday, September 24. The 
Association has arranged for a round 
trip rate including everything except 
means for $55 according to James S. 
Mums, executive secretary of the As- 
sociation. 

The Boston Association has continued 
its campaign for membership during the 
summer months and now has a total of 
727 members which number is expected 
to be increased by the time of the Na- 
tional Convention to 750. 

The Massachusetts Association of Life 
Underwriters has been very active all 
during the sessions of the legislature of 
the Commonwealth and has had a very 
active and successful year. 








event the annual Golf Dinner, for many 
years one of the real entertainment fea- 
tures of the. American Life Convention 
meetings, will be held. Golt will also be 
played the afternoon and evening by the 
survivors of the preliminary rounds of 
the tournament, 


The main convention will open the 
morning of October 16. There will be 
an address of welcome by Charles S. 
ae superintendent of insurance of 

io. 


Clarence L. Ayres, president of the 
American Life of Detroit, president of 
the convention, will deliver his annual 
address at this session also, while the 
farewell address of Claris Adams, the 
retiring secretary and general counsel of 
the convention, will conclude the morn- 
ing session on October 16. 


At this meeting greetings will be ex- 
tended to the convention by delegations 
from the Association of Life Insurance 
Presidents, the National Association of 
Life Underwriters, the United States 


Chamber of Commerce and other im- 
portant organizations. 

The afternoon session of the main con- 
vention on the opening day will be given 
over to subjects of especial interest to 
the home office management section. 

On the morning of October 17 the 
speakers and subjects will touch on 
agency section problems and at the 
afternoon session Financial Section ques- 
tions will be prominent. 

As stated, Col. Robbins, Mr. Mead and 
Dr. Dingman will be the speakers at the 
session the morning of October 18. On 
the afternoon of October 18 the annual 
business session of the convention will 
be held, committe reports received and 
acted on and new officers elected. 

The annual dinner dance will be given 
the evening of October 17. 

The names of othef speakers who will 
address the main meeting and the vari- 
ous sectional gathering and their sub- 
jects will be made public by the pro- 
gram committee later. 


Life Managers’ School 
To Be Held in October 


BY MANAGERS’ ASSOCIATION 





President Julian Myrick Announces 
Committee To Arrange for Sessions 
October 14 to 17 





The Life Managers’ Association of 
Greater New York, of which Julian S. 
Myrick, Mutual Life, is president, has 
arranged for a session in New York of 
the Life Managers’ School to be con- 
ducted by the Life Insurance Sales Re- 
search Bureau. 


The committee will be: E. G. McWil- 
liam, chairman; Joseph D. Bookstaver, 
James P. Graham, George A. Kederich, 
Theodore Riehle, Jr., Harold Taylor, 
Horace Wilson. 

The school will cover such subjects as 
the securing, training and supervision of 
agents, conversation, business manage- 
ment and planned agency building. The 
school will be held for four days on Oc- 
tober 14, 15, 16 and 17. The time and 
place to be announced later. The fee 
for each student will be $40. 

The course will be open only to mem- 
bers of the association, their assistants 
and supervisors. The committee is not 
only desirous of having the members of 
the association attend this very con- 
structive course but they also feel that it 
will afford a great opportunity for the 
assistants and supervisors to gain addi- 
tional knowledge that will be of great 
value both to their agencies and to them- 
selves. 

Many of the managers in New York 
City attended a similar course given two 
vears ago by the Bureau, but since then 
the course has been entirely revamped 
and much improved and the association 
feels that in offering this school, it is 
making a distinct contribution towards 
the improvement of the handling of the 
business in this locality and it expects 
the members to give the course their 
hearty support. 

The committee also emphasizes again 
that the school will be open only to 
members of the association, their as- 
sistants and supervisors, and this is due 
to the fact that the number of enroll- 
ments will be limited in order to prevent 
the class from becoming unwieldy be- 
cause of size. Detailed announcement 


and enrollment blanks will be ready in 
the near future. 





REORGANIZED COMPANY 





Provident Relief of Washington, D. C., 
Was in Hands of Receiver for 
Several Years 


The Provident Relief of Washington, 
D. C., which recently reorganized after 
being in receivership for several years, 
has just opened a state office in Rich- 
mond, Va., in charge of P. L. Earp, who 
has been with the company for twenty 
years. The major portion of this time 
he was district manager at Lynchburg. 
All district agencies in Virginia will re- 
port hereafter through the Richmond of- 
fice instead of reporting direct to Wash- 
ington as heretofore. In the reorgani- 
zation, Mr. Earp was elected vice-presi- 
dent and general manager for Virginia. 
Other officers, all of Washington, are: 
C. R. Norman, president; C. S. Vernon, 
vice-president; Gregory Cipriani, secre- 
tary. So far, the company has been 
doing business only in the District of 
Columbia and Virginia. It is now plan- 
ning, according to Earp, to branch out 
and enter other states. It will continue 
to restrict its writings to industrial and 
sick benefit lines. In the reorganization 
new capital as well as new blood was in- 
jected into the company. Mr. Earp has 
offices in Richmond at 610 Mutual Build- 
ing. The district office there remains 
in the “Times-Dispatch” Building. 
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Policy Proceeds Used 
To Buy Single Premium 


ORIGINAL PURPOSE CARRIED OUT 


George Singleton Describes Case at 
Plico Convention; Louis Sinykin 
Also Addressed Meeting 


George R. Singleton, manager of the 
Philadelphia Life branch office at Char- 
lotte, N. C., discussed an unusual case .at 
the recent “traveling convention” of the 
Plicos. The insured used the proceeds 
of a life insurance policy to buy. a sin- 
gle premium policy, at the same time 
carrying out the intention for which the 
original policy was purchased. The pre- 
mium on this single premium policy 
amounted to over $2,700, and is the first 


policy of this kind that Mr. Singleton 
has ever written. 

The policyholder, he said, was a 
widow. Her husband had left a life in- 
surance policy, the proceeds of which 
were to be used in educating their 
daughter, who is now fourteen years of 
age. Seeking a safe 6% investment, the 
widow decided to use the same invest- 
ment as her husband—life insurance. She 
therefore invested the money in a five- 
year educational endowment. When her 
daughter is seventeen, she will receive 
$1,000 and $1,000 a year thereafter for 
the next three years. 

Singleton, who is a graduate of the 
United States Naval Academy, class of 
1907, served twelve years in the United 
States Navy, being stationed on a de- 
stroyer during the World War. He was 
just recently made manager of the new- 
ly established Plico branch office at 
Charlotte, N. C. This office in reality is 
a home office in itself, handling the en- 
tire South and paying all claims, etc. 

He said that although the South is now 
undergoing a period of business depres- 
sion due to the failure of a number of 
small banks, his agency is having the 
greatest year in its history. He attrib- 
utes this mainly to a careful selection of 
prospects. The class of business he is 
going after, he said, is young married 
men and business men. The average 
policy written by his office, he stated, 
ranges between $2,500 to $10,000, al- 
though the agency has written a policy 
for as much as $150,000. 

Louis Sinykin, who, entering the busi- 
ness ‘two months ago with the St. Paul, 
Minn., agency of the Philadelphia Life, 
has ‘paid for $6,000 in premiums. 

Sinykin is a former cowboy, having at 
one time run the Diamond H ranch in 
the White Hills of South Dakota. A few 
years ago he decided to get a college 
education so he went to—and graduated 
_from—St. Thomas College. Then he had 
an automobile accident which marked the 
end of his ranching days. Not long af- 
ter his recovery he got married. 

He went on the road for a while sell- 
ing for a wholesale perfume house. But 
he didn’t want to be away from home. 
Back he went to see Aleck Finkelstein, 
general agent of the Plico at St. Paul, 
whom he had met-some years previously 
and decided to become a Plico agent. 

Asked how he had written $6,000 in 
premiums in the. short space of two 
months,“Sinykin said*that he started in 
on céld canvass, usitig the juvenile pol- 
icy aS a leader. The policy got him busi- 
ness and in many cases he not only 
wrote that particular policy but others 
as well. Once he got started things 
came easier. His new prospects came 
from his policyholders and now he does 
riot have to bother with the cold can- 
vass. _ 

“My biggest thrill,” he said, “is in min- 
gling with people. I like to talk with 
them. I can talk with them for hours. 
And I’m wild about life insurance. I’ve 
made many friends and I’m making 
more every day. 

“You know,” he went on, “I was going 
to be a lawyer. I just finished my first 
year and I’m going to complete the 
course. But the wonderful future that 





Left to right: Clifton Maloney; Russell Duane; Ledgyard Hecksher; Wm. C. 
Alexander, Jr.; James K. Stone, Jr,, and Jackson Maloney. 


PLICOS END AGENCY TOUR 


Philadelphia Life Leaders on Convention 
Went to Boston and Historic New 
England on Trip 
The Philadelphia Life convention of 
agency leaders which started in the home 
office city and included a tour to Boston 
by boat and a historic auto trip through 
the Paul Revere country, wound up in 

New York Sunday. 
After arriving at Boston there was a 
bus trip to Gloucester. The following 


‘day they went to Plymouth, returning 


w 


by the south shore with dinner at Nan- 
tasket Beach. Saturday they toured over 
the route followed by Paul Revere 
through Cambridge, Lexington, Concord 
and other points of historical interest. 
They had luncheon at the Wayside Inn 
at South Sudbury. 

Clifton Maloney, president of the com- 
pany, explained the company’s develop- 
ment policy which was to concentrate 
its territory. About forty agency con- 
t®acts have been cancelled but the pro- 
duétion has shown a large increase. The 
average paid-for increase of each agent 
has been 10%. 








life insurance offers has changed things 
completely. Now I don’t know whether 
I want to be a lawyer. Oh, I'll take 
my degree and the state bar but I don’t 
know whether I'll ever practice. Life 
insurance offers too much of an oppor- 
tunity.” 


WILLARD REGAN FIGURES 


The Willard Regan agency of the 
Connecticut Mutual Life in New York 
paid-for production for the first seven 


months of 1929 was 31% over the same 
period in 1928. 





All You Need 


In Accident Insurance 


Our new “Brokers’ Outline of Accident 
Insurance” gives all the information you” 
need to select the right kind of contract for 


your prospect. 


Send for a copy of this and for a set of 
circulars for prospects describing each con- 


tract. 


Connecticut General 


Life Insurance Company 
Hartford, Conn. 





Equitable Adopts New 
Annuity Age | imits 
AS TO RETIREMENT AN \NUITIES 


Society Sets Maximum and Minimy 
Ages for Retirement Annuit: Sched. 
ules Effective Septembe~ 1, 


The Equitable Life Assurar-ce Society 
has adopted new rules governing th 
maximum and minimum retir« nent agg 
for schedules A_and B of ‘retirement 
annuities. The Society announces tha 
effective September 1, the following 
Age at Issue Schedule and Retiremey 
Ages will apply in connection with th 
writing of Retirement Annuities: 
Age at Issue Lowest Op- 
tional Retire- 
ment Age that 

will be in- 
serted in the inserted in 

Contract Contract 
40 or under 50 70 
41 to 50 incl. An age ex- 70 
actly 10 years 
greater than 

the age at 

issue 

An age ex- 
actly 5 years 
greater than 

the age at 

issue 

An age ex- 
actly 3 years 
greater than greater tha 

the age at the age a 

issue issue 


Highest 
© ptional Re. 
tivement Age 
that will be 


51 to 60 incl. 


61 to 67 incl. An age & 


actly 10. yea 


In no case will the lowest option 
retirement age be an age greater thy 
that stated in the above rule. Where 
lower optional retirement age than thi 
stated in the above rule, but not unde 
age 50 nor lower than the age at iss 
plus 3 years, is desired as indicated | 
writing on the application, such lowe 
age will be used; but in every such c 
the first year commission rate will } 
reduced. 

In the case of Single Premium Reti 
ment Annuities the lowest age to i 
automatically inserted’ in the contrat 
will be 50 for ages at issue up to4 
inclusive. Where the age at issue 
48 to 67 inclusive, the lowest age to) 
inserted in the contract will be the a 
at issue plus 3 years. The highest 
tirement age will be 70 for ages at iss 
up to 60, inclusive. For ages at 1s 
61 to 67, inclusive, the highest ret 
ment age will be ten years greater th 
the age at issue. . 

There will be some adjustments in 
scale of commissions paid on Ani 
Premium Retirement Annuities and li 
come Bonds applied for on and aif 
September 1. 





LIKE HANCOCK POLICY 


Experience Since June 1 Shows! 

ferred Risk Whole Life Contra 

To Be Popular 

The Harry Gardiner agency of! 
John Hancock Life of No. 225 Broat¥ 
in New York is optimistic ovr the M™ 
pects of the new preferred risk wi 
life policy. The productio: for Jot 
1929, exceeds that of the s me ™ 
of 1928 by over $500,000, a:d the ™ 
policy is credited with hav’ ig much 
do with the increase. ; 

This special contract is 
amounts of $5,000 and over 
only to preferred physical © 
the ages of 20 and 60. Th -e are® 
dends at the end of the fir yeh 
the policy contains all the eneral fp 
tures of the old life contrac Not 
does the company get a hig’ r tye 
but the average policy sunt 18 
creased automatically. 


bs 
BLIND AGENT CAN’: 


Harry E. Keefrider, one : 
agents of the Harper a: 
Aetna Life in Philadelphia. 
sight in the World War, '5 4 
for township commission¢: 
Darby Township on the sla 
publican League. Ex-serv: 
formed a nonpartisan comi:: 
Keefrider’s candidacy. 
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ses Graphic Material 
In Sales Presentation 


iT CLINCHES POINTS BETTER 


p, W. Eames, Aetna Life, Has Built 
Up Condensed Illustrations; Fills 
Them as He Goes Along 


The advantage of using graphic ma- 
cial as compared with sales argument 
bione has been demonstrated by Pres- 
ott W. Eames, Aetna Life, of Grand 
Junction, Col., who has worked up in 
ompact form material which carries the 
prospect along in the presentation. With 
is present system Mr. Eames has been 
yriting more than an application a day 
for many months. He uses especially 
repared forms ‘and condensed illustra- 
ions and fills in the information as he 
woes along. Mr. Eames explained his 
methods before a recent meeting of Mu- 
wal Life agents at Denver. 

Mr. Eames explained that his graphic 
method is based upon the well-known 
act that information presented through 
he eyes is more meaningful and is re- 
nembered longer than that which passes 
nly through the ears. By making use 
both of these avenues into the mind,” 
said Mr. Eames, “the sales messages 
e-enforce each other, the prospect’s at- 
ention is permanently held in focus, and 
is interest is maintained throughout the 
nterview. . 
“The best life insurance authorities 
beree that a life insurance contract, if 
ritten to carry out a certain definite 
lan, becomes in the true sense of the 
ord, a bond. The Visualizer makes 
se of the word “bond,” and gives these 
'bonds” suitable titles to distinguish the 
ypes of service which they render. 
“The ‘Protective Reserve Bond,’ ‘Edu- 
ational Income Bond,’ ‘Mortgage Can- 
ellation Bond,’ etc., are used to identify 
he specific needs filled by each policy. 
This in no wise affects the contract 
tself. The name simply assists in trans- 
ating the technical language of the 
policy into the everyday language of the 
buyer, and makes it easier to interest 
he men for whom the term ‘life insur- 
hnce’ has lost its appeal. 

“The use of visualing brings to the 
prospect a new conception of what life 
surance, when separated from its 
worn-out terminology, can mean. Be- 
ause it emphasizes what life insurance 
an do rather than what it is, selling 
forts are planted squarely upon the 
basis of human needs. Not only that, 
but interviews are arranged in advance 
n such a way that every move counts, 
he material on the sheet carrying the 


Mterview over all the ‘thin places’ in 
elling.” 


ADE ASS’r MEDICAL DIRECTOR 
Ethelbert Ide Low, president of the 
ome Life of New York, announces the 
Ppointment of Dr. George E. Wood- 
Ord as assistant medical director. Dr. 
oodford was for a number of years an 
xaminer for several companies in De- 
Tot. Following this experience, he was 
Ppointed assistant medical director of 
Connecticut General Life. 
‘ th Woodford will have direct charge 
le medical situation in New York, 
iw. addition will assist Dr. C. F. S. 
rork nd’ medical director, in certain 
tk of the medical department. 


€ will begin his new duties as of 
Peptember J. 


WUMOND AGT. INCORPORATES 
aes Deloss Love, general agent at 
tal Ti Va., for the Connecticut Mu- 
or, Z has incorporated his agency 
te, win, Style of William DeLoss Love, 
ng himself as president. Other 
sie = Harry. C. Whiting, secre- 
bas nd R. R. Parrish, treasurer. Max- 
rr Capital is limited to $100,000. Mr. 
“a general agent for the 
of Vir Y lor several years, covering all 
¥ “ag except some counties in the 
hid for Section. Last year his agency 
ess, PPFoximately $4,000,000 of busi- 








INSURANCE 
STOCK 
PURCHASES 


made at present low prices 
should soon return excel- 
lent profits. Increased 
earnings in both under- 
writing and investment 
departments are resulting 
in larger actual values back 
ot the stocks of good in 
surance companies, and 
these increasing values must 
eventually be reftected in 
higher prices for the securi- 
ties of insurance companies. 
At the present time when 
values are high and prices 
are low, our advice is to 


BUY 
INSURANCE 
STOCKS 


Perez F. Huff Co., Inc. 


Members Unlisted Securities Dealers’ Association 
Members of the Association of Bank Stock Dealers 


75 Maiwen Lanz, New Yorx 
Telephone Beekman 6480 





Havana Stirred Over 
Life Insurance Rates 


SEMI- TROPICAL SCALE THERE 


Reports That Cuba City Will Try to Get 
More Favorable Premium Basis 
From Companies 


Newspaper dispatches from Havana 
say that a movement is under way there 
to cause a revision by life insurance 
companies of the United States and Can- 
ada of their premium rates in force in 
Cuba. Generally the semi-tropical scale 
is in force there and this is protested by 


certain people in Havana. The Canadian 
companies are very active in Cuba and 
other Central and South American 
points. Few of the big eastern com- 
panies are writing business there. 

_ It is understood that a bill will be 
introduced in the next Cuban Congress 
with this object in view; and in the 
meantime the public’s attention will be 
called to the alleged discrimination by 
companies. 

The life insurance companies are said 
to charge 15% higher than the same com- 
panies in the United States and Canada; 
whereas the Cuban Government has 
compiled statistics, it is said, to show 
that health conditions here and the local 
mortality rates compare favorably with 
those in other parts of the world. 

The mortality rate in Cuba is said to 
be 11.66 per thousand, as compared with 
a rate of 19.10 in New Orleans, 14.20 in 
St. Louis, 12 in New York and 11.10 in 
Milwaukee. 

It is said that the premium rates 
charged in Cuba are virtually controlled 
by foreign companies, particularly those 
of Canada. 





WAIVE DEATH TAXES 


Michigan, Missouri and Wyoming Join 
in Reciprocity With New York; 
Now in Thirty States 

Announcement that New York State 
has reached an agreement with Michi- 
gan, Missouri and Wyoming on death 
tax reciprocity was made this week by 
Thomas M. Lynch, commissioner of tax- 
ation and finance, who issued a state- 
ment signed by himself and Commis- 
sioners Mark Graves and John J. Merrill 
to this effect. 

Such agreements are the result of leg- 
islation recently enacted in these states, 
and under the terms with each estates 
of decedents who die residents of New 
York State on or after the dates of the 
agreements will not be subject to death 
taxation on intangible personal property 
in these states. Likewise the intangible 
personal property of deceased residents 
of these three states dying on or after 
the dates of agreement will not be tax- 
able in New York. 

The agreement of reciprocity on death 
taxes with Michigan became effective 
May 21 and with Wyoming on February 
23, while that with the state of Missouri 
will take effect August 27, this year. 

This announcement follows a similar 
one in May when agreement was 
reached with six states and one Canadian 
territory. New York has now recipro- 
cal agreements with about thirty states. 
Authority for these agreements is grant- 
ed by the tax law which provides for re- 
ciprocal exemptions. 





I. J. ROSE JOINS NEWARK AGENCY 

Irving J. Rose, formerly manager for 
the Bankers National of Jersey City, has 
associated himself with the northern 
New Jersey agency of the Jefferson 
Standard Life with headquarters in 
Newark. Mr. Rose has been in the life 
insurance field for more than ten years. 
The Jefferson Standard agency of north- 
ern New Jersey was reorganized last 
May and Fred Lieberich, Jr., is manager. 





PASSES $700,000,000 


The Lincoln National Life has passed 
‘the $700,000,000 mark. 
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INTERESTING FACTS ABOUT THE PHOENIX MUTUAL 





ere ave 


SEVEN REASONS 


why at least a portion of your sur- 
plus line business should be placed 
with the Phoenix Mutual Life In- 
surance Company of Hartford, 
Conn. To you, it will mean satis- 
factory compensation. To your 
clients, it will mean good service. 


These are the facts: 


| Liserat Commissions: Having recent- 
. ly announced increased commissions 
on policies of $10,000 or more, the Phoenix 
Mutual is now in a position to offer 
similar high commissions for surplus line 
business. 
Liserat Renewats: You will have the 
. choice of two methods of receiving 
your renewal income. Under one, it is 
possible to earn as many as fourteen re- 
newals. The other plan is equally attrac- 
tive and pays a higher income for a shorter 
period of time. 


Cuorce oF Pans: Since the Company 

. issues policies on the 3% reserve basis 
as well as 3 14%, youhave the advantage of 
being able to offer a high-dividend policy 


with all its selling features of high cash - 


values and rapid dividend acceleration or 
of offering a policy with a low guaranteed 
premium when initial low cost is desired. 


Service: In addition to many other 

. attractive services, you can also offer 

your Clients the convenience of paying 
their premiums monthly. 


Liperat Poniciss: The policies of the 

. Phoenix Mutual are everywhere ac- 
knowledged to be liberal. Dividends are 
paid. unconditionally at the end of the 
first year. Contracts are issued with or 
without Disability or Double Indemnity 





features and the range of forms extends 
from Term policies, renewable to age 60, 
to Retirement Income plans that are un- 
usually complete. 


WELL-KNOWN Company: For more 
. than six years, national advertising 
has been employed to make the name of the 
Phoenix Mutual synonymous with good 
sound life insurance. Consequently, you 
are likely to find that your client will 
select this Company or, if you suggest it, 
it will meet with his immediate approval. 
You won't have to spend much time selling 
the Phoenix Mutual. 


Hicu-YieLp Annuitizs: A final reason 

. why it will be worth your while to 

have a Phoenix Mutual Contract is our 

exceptionally low rates for Life Annuities 

and excellent facilities for handling such 
service. 


Write or phone at once for further in- 
formation. Our new Surplus Line Agree- 
ment marks the beginning of a new policy 
towards Surplus Line business. Why not 
take advantage of it? 


PHOENIX MUTUAL LIFE INSURANCE COMPANY 


OF HARTFORD, CONNECTICUT 





ANNOUNCING A NEW POLICY IN REGARD TO SURPLUS LINE BUSINESS 
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Reliance Agents Meet 
At Yellowstone Park 


THIRD SECTIONAL CONVENTION 





Eastern Representatives Met At Lake of 
Bays, Canada, and Asheville; Held 
One Business Session 





The Reliance Life of Pittsburgh opens 
its convention for all of its agents in 
the western half of the United States 
at Yellowstone Park next Monday. The 
company had previously held two agency 
conventions in the East for agents from 
other sections. One was at Asheville, N. 
C, and the other at Lake of Bays, On- 
tario. 

Vice-President E. C. McCormack pre- 
sided at the one business session at the 
Canadian convention. The time was de- 
voted chiefly to recreation. 

“The day of haphazard selling of life 
insurance is past,’ Vice-President Mc- 
Cormack said. “You must know your 
business. The public is depending upon 
the life insurance agents to give them 


’ the richt kind of policy. You must sell 


them the policy that best fits their 
needs.” 

“The most successful life insurance 
salesmen have will power to discipline 
themselves to make a daily working plan 
and follow it through,” Supervisor Law- 
rence said. “That daily plan is the most 
important thing in the business. Try it! 
It will increase your production two or 
three hundred per cent. The most im- 
portant things in selling are a daily 
working plan, weekly report, quota and 
study. That combination will bring suc- 
cess. You must study to be able to talk 
intelligently on all forms of contracts. 
That intelligence gives you confidence. 
Have ten planned calls a day and make 
them. Systematize your business.” 

Wilson Slick, manager of the Wilson 
Slick Agency, Johnstown, Pa., likened 
professional life underwriting to a uni- 
versity career. He said: “You must first 
have certain qualifications or require- 
ments before entering, a sincere desire 
to spend your entire future career in 
the profession, ordinary academic quali- 
fications, capacity for hard work and a 
sincere desire to develop sales technique. 
Careful selection for your prospects is 
necessary if you don’t want to waste a 
lot of time and recommended use of the 
Prospect list and a record of each in- 
terview.” 

He suggested that in the freshman year 
the agent be particularly careful about 
getting information concerning the pros- 
pect before making the call and learn 
the correct manner of approach and the 
arguinents against the usual objections, 
and the psychology of the close as ap- 
Plied to life insurance salesmanship well 
develoned. The sophomore year he 


termed the crisis, and in the junior year 
he said the agent gains a foothold in the 
business, sales come easier or he begins 
to realize the value of the renewal ac- 
count. 

“Only in the senior and subsequent 
years.” he said, “do you realize the full 
Joy o: living in your chosen profession 
and serving your policyholders. You 
also -e your responsibility to the 
Company, your manager and yourself. 
Renewa! accounts then become the big 
working property value which send the 
0 » school and take care of you 


reach the age of retirement.” 
_ Braun Talks on Advertising 

1 crtising Manager R. C. Braun ex- 
he advertising program of the 


company and outlined the operation of 
direct mail programs the benefits of 
which will not be known for two years. 
He stressed the fact that advertising 
will not operate independently of the 
men in the field and urged whole-heart- 
ed co-operation. The advertising pro- 
gram as he outlined it, is composed of 
five parts: Remote pre-approach, con- 
sisting of newspaper advertisements; im- 
mediate pre-approach, consisting of lead 
service direct mail; presentation, consist- 
ing of mailing pieces covering the sev- 
eral forms of insurance which are to be 
sent direct to the prospect from the 
home office upon requisition by a rep- 
resentative; resale, which consists of a 
series of six good will and servicing mail- 
ing pieces; and reinstatement, which will 
consist of direct mail now in the process 
of production. 

G. V. Cleary, of Chicago, one of the 
leading producers of the company, told 
the convention why he entered the life 
insurance business after the war had 
ruined his real estate ventures, and whv 
he had chosen Reliance Life. He said 
he entered the life insurance business 
because he wanted something that could 
not be swept out from under him, such 
as the renewals which give you an in- 
come for life. He also said there is 
a satisfaction in selling insurance be- 
cause of the good you do the public. 











Also $5,000 ‘‘Preferred Risk’ Policy—high value— low premiums; age 35, $19.91 
er $1,000. 


ncome—Non-Medical. 


Are you Interested in an agency? Our Vice-President, Eugene E. Reed, will tell 
you all about it. Write him direct—and directly. 


UNITED LIFE and ACCIDENT INSURANCE COMPANY 


Concord, New Hampshire 








A POLICY YOU CAN SELL! 
Our Company offers complete protection. 
$5,000 


ALL IN ONE POLICY | 


pe ee” ee rerrr ae 
ABS CCCUICTIINE GOs 6 voip ccccicccccccadsedcesedeces SOMES 


Certain accidental deaths...............0. adiea di a 
Accident Benefits $50. per WEEK for fifty- two weeks 
$25. per WEEK thereafter 
JNon-cancellable) 


Disability Income, Waiver of Premiums, etc. 


Endowment age 85—Juveniles age 10 years and upward—Monthly 


Insures and assures your client’s future and yours 


INQUIRE 

















He said he contracted with Reliance Life 
because it can meet all arguments in the 
business and merchandise to sell to fit 
any need. 

Blaine Lewis of Kentucky said the 
biggest problem an agent has is finding 
the right kind of prospects who are mor- 
ally, physically and financially fit to buy 
insurance. He said some of the men 
in the Kentucky Department gave cred- 
it to the company’s pre-approach direct 
mail service for the fact that they were 
attending the convention. Mr. Lewis 
said that out of 100 names which he sent 
in on this service requisition he made 
forty-five sales for $49,000 life and ad- 
ditional accident and health. 

Supervisor T. P. McCormack of Cleve- 
land introduced David Warshawsky, 
whose fine sales record in two months 
made him a member of the Perfect Pro- 
tection Club and qualified him for the 
convention. Supervisor McCormack said 
that the future of the agent will be in 
direct proportion to the number of sales 
he makes. He’ said the representatives 
must translate into policies the needs of 
the prospect’s family. A man is limited 
in his ability to buy insurance, he said, 
and it is wise to provide an income. Some 
can’t buy life income and the special in- 


Executives of the Reliance at Asheville, N. C.: From left to right they are—Vice-President L. P. come could be worked out carefully. 


Gregory, Vice-President E. 


G. McCormack, Vice-President H. G, Scott, Auditor Charles H. 
Richardson, Superintendent of Agencies W. L. Wilhoite, Assistant Treasurer W. J. Snodgrass, 


Assistant Secretary James H. Layton, 


who handles the agen - 
General Agent R. A. Hilliard of Asheville, local host; Saul Alexandre, Pittsburgh, a million uy Soe coe 


dollar a year producer, and Carrol T. Scott, Richmond, Supervisor of Virginia Department. 


(Continued on Page 14) 
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1851 BERKSHIRE LIFE INSURANCE COMPANY 1929 


In establishing connections with a life insurance company, the personal 
equation of its official family is of paramount importance to the prospective 
agent. The Berkshire Life Insurance Company of Pittsfield, Massachusetts, 


has a well-earned reputation for a co-operative spirit between the Home 
Office and 


The Colonial Life Insurance Company of America 


Insurance in Force - 
Over ONE HUNDRED MILLION DOLLARS 




















appiness of its representatives. 
ee 


| Pittsfield, Massachusetts 


AS RCN 








the Field Force that is of inestimable value to the success and 


sk any Berkshire Agent” 
BERKSHIRE LIFE INSURANCE COMPANY 
Incorporated 1851 


FRED. H. RHODES, President 

















A strong and progressive Company, affording agents unusual money-making 
opportunities through a wide variety of Industrial and Ordinary policies adapted 
to the insurance needs of the whole family. 

OFFICERS 
B. J. Heppenheimer, President 
George T. Smith, Vice-President 
Chas. F. Nettleship, 2nd Vice-President 


S. R. Drown, Secretary 
EB. C. Wise, Treasurer 
Home Office—Jersey City. N. J. 
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FAMOUS doctor said, “Many of the people 
who want me to diagnose and treat their 
ailments are more impressed by some 
cunt medical apparatus than by plain, common 
sense advice. And they are more willing to follow 
orders faithfully if given some special office treat- 
ment. 





“Recently a man I know well came in looking 
haggard. I gave him a thorough physical exam- 
ination while inquiring about his living habits. 
The diagnosis was clear but the patient a problem. 
If I had told him the simple truth that what he 
needed most to get back his health and strength 
was to slow down, sleep more, and get the proper 
amount of fresh air and exercise, he would have 
thought I did not understand the complications 
which were undermining his health. And if I had 
sent him a bill for such advice, he would have told 
his friends that I was a robber and not fit to prac- 
tice medicine. 


“So I gave him a treatment with a scientific appa- 
ratus and wrote a simple prescription. At the same 
time I gave strict orders as to what he should eat 
and drink,. how many hours he might work, how 
long he should remain in bed, and the amount of 
time he should devote to outdoor exercise. To make 
sure that he was following my orders concerning 


his living habits, I had him report once a week for 
further observation and treatments. In a few 
weeks he was well. He will tell you—and he be- 
lieves it—that I am a great doctor. 


“Perhaps someone may say my methods with him 
were open to criticism. But it was my responsi- 
bility to use every means within my power to bring 
him back to good health. Knowing my patients as 
I do, I know that many of them will not obey my 
orders for correct living habits if given without 
special treatment or medicine. More than half of 
the people who consult me would not have to do so 
if they would learn and practice important rules 
of health. They expect me to cure them of physical 
ailments which they could easily have avoided.” 


A majority of cases of physical let-down and dis- 
tress are caused by careless or wilful violation of 
health rules. Bad eating habits, too little sleep and 
rest, lack of fresh air and exercise, worry, self-pity 
are responsible for many cases of bad digestion, 
headaches, poor circulation, constipation, jumpy 
nerves, depression and run-down condition. 


The Metropolitan Life Insurance Company has had a booklet pre 
pared by eminent health experts which tells simply and clearly the 
fundamental rules of intelligent living habits. A chapter or more 
is devoted to each one of eleven important rules of health under 
the headings Sleep and Rest, Fresh Air, Sunlight, Exercise, Cleanli- 
ness, Water, Food, Comfortable Clothing, Work and Play, Good 
Posture and Good Mental Habits. 










Metropolitan Life Insurance Company 
1 Madison Avenue 

New York, N. Y. 

Booklet Department, 8 EU 9 


Gentlemen: 


Please mail, free, without any obligation 
on my part, a copy of your booklet, “Health, 
Happiness and Long Life.” 


———— 




















METROPOLITAN LIFE INSURANCE COMPANY + NEW YORK 


BIGGEST IN THE WORLD, MORE ASSETS, MORE POLICY HOLDERS, MORE INSURANCE IN FORCE, MORE NEW INSURANCE EACH YEAR 
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Hundred Billion Mark 
Of Insurance Reached 


LONG A THEORETICAL GOAL 





Life Presidents’ Tabulation Shows Mark 
Was Passed in July; Manager 
Wight’s Comments 





A careful tabulation from day to day 
has been kept by the statistical depart- 
ment of the Association of Life Insur- 
ance Presidents of the amount of life in- 
surance in force as reported to it by the 
leading companies, because this total 
was gradually approaching the historic 
mark of $100,000,000,000 of insurance in 
force. On Wednesday Manager George 
T. Wright of the Association was able 
to announce that the figure had been 
reached. At the Life Presidents’ meet- 
ing in New York last December it was 
predicted that the $100,000,000,000. mile- 
stone would be reached early in the 
autumn of the present year. A hitherto 
unprecedented amount of new life insur- 
ance during the first seven months of 
1929, however, has resulted in the $100,- 
000,000,000 in force being reached two 
ménths earlier than was anticipated at 
the close of last year. 


Because of the public interest in this 
historic life insurance event, the Asso- 
ciation of Life Insurance Presidents has 
been gathering special reports from com- 
panies for the last three months showing 
the amount of insurance in force. Ordi- 
narily these computations are made only 
as of the end of the year. The monthly 
reports came from forty-four companies 
representing 85% of the legal reserve life 
insurance business transacted by Amer- 
ican companies. These reports show that 
on July 31 of this year the total insur- 
ance in force of these companies was 
$85,203,985,000, an increase of 5.2% over 
December 31, 1928. Allowing for a simi- 
lar increase by the companies in the 
group not reporting—that is, in the other 
15% of the business—the total increase 
in force for all companies as of July 31 
approximated $100,122,085,000. The av- 
trage net addition to insurance in force 
for each week day during July was $25,- 
269,000. At this daily rate of increase 
in outstanding insurance the $100,000,- 
000,000 mark, it is estimated by the As- 
sociation, was passed on July 26. 


Shows American Thrift, Says Wight 


“Probably no better testimony to the 
accelerated thrift of the American peo- 
ple can be found than in the remarkable 
multiplication of this life insurance pro- 
ection in recent years,” said George T. 
Wight, manager of the Association of 
Life Insurance Presidents. “While it has 
taken 86 years of American life insur- 
ance to create this protection, by far 
the greater part of it has been built up 
M recent years. Thirteen years ago— 
m 1916—when American life insurance 
was 73 ycars old, the total insurance 
i force amounted to $24,700,000,000. 
th Us it has more than quadrupled in less 
an thirteen years. But the most strik- 
= fact disclosed by the survey is that 
hes It took 79 years for life insurance 
in iGenited States companies to reach, 
ia » the first $50,000,000,000; the sec- 
achi $50,000,000,000 has now _ been 
Po oh in a little more than six and 
oak alf years. This $100,000,000,000 life 
oe in force is more than’ twice 
pi outstanding life insurance of all 
pod countries of the world combined, 
ee the United States has only one- 

tenth of the world’s population. 


we as recently as 16 years ago it 
ik of anticipated that the achieve- 
United the $100,000,000,000 milestone by 
tained States companies would be at- 
net ac much before 1940, for the annual 
after nae to the insurance in force, 
of ee ece for maturities on account 
niinati S and endowments and for ter- 

‘on by lapses, averaged in those 


days about $1,275,000,000. During the 
latter part of the World War this an- 
nual net increase was somewhat accel- 
erated, reaching $2,500,000,000. It was 
not until after the conclusion of the War 
that the present trend of huge annual 
accretions was made when the net in- 
crease in 1919 leaped to $6,000,000,000. 
While there have been fluctuations, the 
net accretion since that time has aver- 
aged $6,590,000,000 annually and three 
times it has reached $8,000,000,000 or 
thereabouts. 

“Of course, the big factor in this ac- 
celeration has been the increased amount 
of new business produced each year. In 
the 10 years from 1909 to 1918 inclusive 
the amount of new business by all 
United States companies was $35,725,- 
000,000, a yearly average of $3,572,500,- 
000. In the next 10 years from 1919 to 
1928 inclusive the total new business 
written was $129,875,000,000 or a yearly 
average of $12,987,500,000. In other 
words, during the last 10 years three and 
one-half times as much new business has 
been produced as during the prior 
decade. 


PRODUCTION SHOWS GAIN 








All Sections of Country Participate in 
Ordinary Life Sales Increase 
During July 
Sales of ordinary life insurance in the 
United States in July gained 13% over 
July of 1928. This large monthly increase 
was shared by every section of the coun- 
try. Only eight states failed to eaual 
their production in last July. Another 
indication of the general nature of the 
prosperity is evidenced by the fact that 
72% of the reporting companies record 

gains. 

For the first seven months of the year 
every section again records increased 
production. The country as a whole 
shows a gain of 8% which was shared 
by 71% of the contributing companies. 
This increase was shared by companies 
of all sizes. The “A” companies, those 
having in force $400,000,000 of insurance 
or over, gained 7% and 56% of these 
companies increased their production in 
the first seven months of 1929. The “B” 
companies, which have in force from 
$150,000,000 to $400,000,000, gained 5% 
and 61% of the companies in this group 
showed increased sales. The smallest 
companies “C” and “D” having in force 
under $150,000,000 of insurance, showed 
the largest year-to-date increase; 88% of 
these companies report increased sales 
with an average gain of 18%. 

The twelve-month period ending July 
31, 1929, was a successful period for sales 
of ordinary life insurance throughout the 
country. The United States as a whole 
increased its sales 7%. over the preced- 
ing twelve months. These figures are 
issued by the Life Insurance Sales Re- 
search Bureau and are based on the ex- 
perience of 78 companies having in force 
88% of the total legal reserve ordinary 
life insurance outstanding in the Unite 
States. i 


JUDEA LIFE EXPANDING 

Harry Yarin, assistant superintendent 
of agencies of the Judea Life, is visiting 
important key centers of New York state 
for the purpose of securing representa- 
tives for the various territories. Ap- 
pointments will be announced shortly. 
William I. Mannesovitch has been ap- 
pointed general agent at Albany, N. Y., 
with headquarters in the Home Savings 
Bank building. 








LEADER OF PARET AGENCY 

J. Franklin Shindell, attached to the 
Newark office of the Louis F. Paret 
agency, Provident Mutual Life, is the 
leading producer of the entire agency 
for the state of New Jersey. 


NEW DENVER COMPANY 

The Gibraltar Life & Accident, Pat- 
terson Building, Denver, has been incor- 
porated by S. Lester Guinn, N. B. Mc- 
Broom and N. E. Heidman, with capital- 
ization of $250,000. The same parties 
also incorporated the Gibraltar Life and 
Accident Underwriting Co. 





LINCOLN’S H. O. ADDITION 





Will Be Ready For Occupancy Decem- 
ber 14; Steel Framework Has 
Been Erected 

The new addition to the home office 
of the Lincoln National Life at Fort 
Wayne, Ind., which is being erected on 
the south side of the present building, 
will be ready for occupancy about De- 
cember 14, according to F. L. Rowland, 
assistant office manager. The steel 
framework has been erected and cement 
floors have been laid throughout. The 
building soon will be ready for the stone 
walls. 

The steel work has been so designed 
that additional stories may be erected 
until the ten-story building, which is the 
aim of the company, has been attained. 
A second addition to the building will be 
constructed on the north side of the 
present home office within the next five 
years. 





H. W. PERRIN DEAD 

Howard W. Perrin, a member of the 
board of trustees of the Penn Mutual 
Life, and a member of the agency com- 
mittee of that board, died on August 10, 
in Vermont. He was prominent in the 
Pennsylvania coal industry, being vice- 
president of the Susquehanna Collieries 
Company, and manager of the anthracite 
sales for Philadelphia for the M. A. 
Hanna Company. 





JOINS NEWARK AGENCY 
J. Bruce MacWhinney, who was asso- 
ciated with a New York agency of the 
Equitable Society for seven years, has 
joined the Newark agency of the John 
Hancock Mutual, of which William A. 
White is state manager. 





CARLYLE GEE IN JERSEY 
Carlyle Gee, traveling auditor of the 
Jefferson Standard Life, is looking over 
the New Jersey field making his head- 
quarters in the Newark agency of the 
company. 





SERVICE 


For more than 15 years we 
have been schooled in the 
kind of SERVICE that satis- 
fies the Insurance Man. We 
want to serve you, on your 
next surplus or brokerage 
line. 


S. SAMUEL WOLFSON, 
General Agent 
Berkshire Life Insurance Co. 
Suite 1609—225 West 34th St., 
New York 
*Phones PENnsylvania 6778-6879 


“We Grow As We Serve” is 











ACCOMPLISHED 


Great American 
Indemnity Company 


Now Dork 


Fidelity and 
Surety Bonds 


Casualty 
Insurance 
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GREATER BY 
140% 


Would you not welcome 
a way to more than double 
your earnings? 


In the first year on our 
New Low Rate Life plan 
the average policy was 
$8,044. On all plans the 
previous year the average 
policy was $3,350. 


Fidelity’s modern sell- 
ing tools include also a 
productive lead service— 
29,390 direct leads were 
distributed to Fidelity 
Agents last year. More 
than $400,000,000 insur- 
ance in force. Contracts 
available in thirty-nine 
states. 


Write for Booklet 
“What's Ahead?” 


DELITY MUTUAL LIFE 
INSURANCE COMPANY 
PHILADELPHIA 


WALTER LEMAR TALBOT President 
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Practical Suggestions to Help the Man With the Rate 
Book Increase His Income and General Efficiency 


“You can work for 


Team Work the best company, 
With Good have the best kind of 
Results manager, nice ma- 


hogany office desk, 
French phone, and even have a secretary, 
but you can’t get the business unless you 
work all day and every day,” says H. L. 
Neff of the Bankers Life of Iowa New 
York City agency. “I didn’t have to learn 
to work after eleven years’ experience. 
I had to learn how to keep from loafing 
for I knew how to work and how to 
sell—but I didn’t do it. 


“I have been attending schools for the 
past thirty years and it has always been 
the same old story. Listening to a lot 
of good advice from the big producers, 
getting all warmed up and wondering 
whether there would be enough applica- 
tions at the office for all the business I 
would write, making pledges each year of 
half a million and then winding up with 
a quarter of a million, and kidding my- 
self into thinking I had really worked. 
About the first of August I started to 
work in New Jersey with a Mr. Kugel, 
whom I had introduced to the company, 
and we have been doing team work for 
the last five months. 


“Our first move was to send out a hun- 
dred letters. We received one answer 
and he was loaded with sugar. We then 
began to call on the entire list, and about 
one in a dozen remembered that he had 
received a letter. But that didn’t make 
any difference for we told them what 
was in the letter they didn’t read. If you 
know how to tell it and keep on telling 
it every day to enough people you never 
need any one to rock you to sleep for you 
can retire with a clear conscience and not 
have to worry about where the money is 
coming from to pay your bills. It would 
take longer than ten minutes to tell all 
our experiences, but we worked and 
worked every day and a good many 
nights and when we delivered a policy 
we always got the name of a friend and 
he in turn had a friend and so on. 
August and December were our best 
months, when most insurance men like to 
take it easy. 

“Our total business for five months 
was about $450,000 and Mr. Kugel’s share 
was $203,500—not bad for a beginner. I 
wound up the year with a little less than 
$300,000, nearly all written in the last six 
months.” ‘ 

* * * 


I. S. Kibrick of the 


Beating Aetna Life tells in 
Prospect’s the “Aetna-izer” how 
“Friend” he had a $100,000 line 


rounding into shape, 
only to find that a friend of the owner 
was going to start into the life insur- 
ance business, with this as the first nest 
egg. Mr. Kibrick immediately countered 
by the suggestion that such a start would 
ruin this new man and he would never 
write another case. Rather, he suggested, 
the prospect should, if he wanted to help 
his friend, place the business elsewhere— 
and not to be accused of unfair competi- 








tion. He suggested that he guarantee 
that $100,000 to this friend for future de- 
livery six months or a year hence, when 
he himself had written a like amount, to 
prove that he could and would sell of his 
own accord and not live on hand-outs. 
Mr. Kibrick thus retained the case, 
agreeing to turn over to the new man a 
like amount at any time that he measured 
up to this standard—which never de- 
veloped, as the man was seeking the 
one risk only. 
* * * 


“T have carefully 
Tools the noted the methods of 
Same; Methods successful men,” says 
Different W. L. McPheeters, 
manager of the 
Cleveland agency of the Union Central, 
“and I find without exception that two 
things distinguish them from the unsuc- 
cessful. Both the successful and the un- 
successful make plans and earn money— 
any intelligent person can do either, but 
it requires self giving and self sacrifice 
and determination, work into the night, 
sweat and watchful alertness to hold to 
plans and to save money. You must 
master money matters or they will 
master you. 


“The million dollar producers of a com- 
pany,” he said, “are using the self same 
tools as the fellow who is selling only a 
few policies a year. It is the manner of 
using these tools which makes the dif- 
ference.” 

+ «+ os 


H. and T. G. Hoff- 
man of the Aetna 
Life in Mt. Sterling, 
Kentucky, tell in the 
“Aetna-Izer” of some 
experiences with local merchants which 
are rather unique. The story starts with 
a visit they made to local stores. 


As a rule, when entering one of the 
stores and asking for an interview they 
were met with the proverbial: “Insur- 
ance? Not today; I haven’t time to 
talk with you.” 

So, when setting out to buy his new 
outfit of clothing, H. G. of the firm, went 
from store to store stopping up the 
front and asking, “Got time to talk a 
while with an insurance man?” only to 
meet with just what he had anticipated, 
“Not today; haven’t time.” - 

Aftet having made the rounds, as it 
were, he made his selections and appear- 
ing on the streets “all dolled up” met 
with the question from those merchants 
from whom he had not purchased: 
“What’s wrong with me; why didn’t you 
come to our store and get that suit? or 
that hat? or those shoes?” 

“Come to your store? Why, I did; 
don’t you remember? You told me you 
were too busy to talk with an insurance 
man.” 

Mr. Hoffman now has clearly demon- 
strated to them that an insurance man’s 
time is worth something and that their 
“too busy” doesn’t go, excepting the 
wrong way. 


Giving 
A Lesson 
To Merchants. 





Gerard S. Nollen, President 





Gains in Millions of Dollars Mark 
Bankers Life Company’s Best Year 


1928 Gains 
Gain in Income, nearly................. $ 3,000,000 
Gisies ds Aneta, GUE. coo. cc ccc $ 14,800,000 
Gain in Legal Reserve Life Insurance 
ES a ache Ea $ 52,000,000 
1928 Totals 
Total Income, over.................... $ 37,500,000 
Tee ee, OE, ee A $118,400,000 
Total Life Insurance in Force, over...... $886,000,000 
1928 Business 
Total Life Insurance Paid-For, over...... $140,000,000 


BANKERS LIFE COMPANY 


Established 1879 





Des Moines, Iowa 





W. O. Andrews, 


How To veteran producer of 
Keep Up the St. Louis branch 
Renewals of the Missouri State 


Life, has been with 
the company nearly fifteen years. He has 
been a member of the Quarter Million 
Club every year since its organization in 
1921. His list of policyholders numbers 
up into the thousands, yet his renewal 
ratio from January to May is 97.7—an 
astonishing percentage when one con- 
siders the number of policyholders he 
serves. 


Mr. Andrews attributes his success in 
conservation to two simple rules: First, 
sell ’em right; second, have an accurate, 
dependable system of reminding the 
agent of renewal dates. 


In the Missouri State “Bulletin” he ex- 
plains, “What I really mean is ‘sell for 
one hundred cents on the dollar.’ The 
only business that’s worth anything is 
the business that’s paid for one hundred 
cents on the dollar. 

“As. to a system for keeping track of 
renewal dates—I don’t mean a compli- 
cated, perfect system that takes a lot of 
time to keep up. I mean just a simple, 
workable plan that automatically brings 
up each renewal date before the pre- 
miums fall due—gives you a chance to 













eT, 


TO BROKERS 


GUARANTEED INCOME 
POLICY in any amounts 
without medical examination 
—worth your while to inquire 





For Particulars Phone 


CANADA LIFE ASSURANCE 
COMPANY 


W. H. JONES, Mgr. 


110 William Street 
New York City 
Beekman 5058-6691 














‘jog them up’ a little before the policy 
lapses. It’s a surprising thing how many 
agents haven’t any system of taking care 
of their renewals—and you know a man 
can’t remember ’em at the right time. 








A 


size. 


degree of its service. 
its service broadens. 


34 Nassau Street 


DAVID F. HOUSTON 
President 


“In This Way We Measure” 


LIFE INSURANCE COMPANY may well measure its 
success by the good it performs rather than by great 
Through eighty-six years THE MUTUAL LIFE 
INSURANCE COMPANY OF NEW YORK, the “first American Com- 
pany,” has measured its success by the scope, manner and 
In such a way it is measuring now as 


Issuance of contracts of all standard forms, substantial 
dividends, income settlement provisions, Disability and Double 
Indemnity Benefits, and prompt payments and practices for 
convenience of members are embraced in its present service. 


It welcomes as field representatives those who know that 
success is according to the natural law of compensation—that 
the best comes to those who give out the best of themselves. 


The Mutual Life Insurance Compaay 
of New York 


New York, N. Y. 


GEORGE K. SARGENT 
2nd — 


an ‘ 
Manager of Agenc:*s 
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Methods of Appraising 
For Mortgage Loans 


EXPERT DISCUSSES SUBJECT 





H. G. Baldwin, Vice-President of Amer- 
ican Appraisal Co., Comments on 
Soundness of Practices 





The practices used in appraising prop- 

erty for mortgage loan purposes was 
discussed in a series of articles by H. 
G. Baldwin, vice-president of the Amer- 
ican Appraisal Co., appearing in the 
“American Building Association News.” 
In discussing one phase of the subject 
Mr. Baldwin said that the. income that 
a property is producing is a valuable 
check on the value of income producing 
properties. The difference between the 
value of an office building in the Chi- 
cago Loop district and an*exact dupli- 
cate of that building in the center of a 
Dakota wheat field is largely measured 
by the difference in income derived 
through their ownership and use. One 
is. presumably an asset. The other is 
obviously a liability. 

“However, when we say that income 
is a valuable check on property values,” 
continued Mr. Baldwin, “we have largely 
defined its usefulness for as a method 
of determining value the capitalization 
of income method is illogical, inaccurate 
and misleading, particularly where the 
process of establishing the net income 
to be capitalized ignores gross factors 
of error in those vital preliminary cal- 
cilations which must be accurately made 
if the statement of net income is to be 
accurate. 

Capitalization of Net Income 

“In discussing this method let us hold 
clearly in mind that this type of valu- 
ation of properties for sale, mortgage 
bond, stock issue and other purposes 
rests entirely on the capitalization of net 
income on the theory that this is the 
sum that an investor would be justified 
in paying for the property and that rela- 
tively small errors in computing gross 
and net income are magnified many 
times in the resultant ‘values’ which are 
found thereby. 

“The first step in the process is the 
establishment of a gross income sched- 
wle and the appraiser is at once faced 
with several problems, the solution of 
which all have a profound effect on his 
results. \Where the appraiser is not con- 
tent with anything but a personal in- 
vestigation of rental revenues and occu- 
pancy factors (they are quite common- 
ly assumed) he must immediately de- 
cide several questions that if not cor- 
rectly answered will result in gross error 
in his final results. 

“He determines that at full occupancy 
and on the basis of going rental prices 
the Property will produce a given gross 
annual income and that with the vacan- 
cles now existing that income is re- 
duced five or fifteen per cent., more or 
less, as indicated by the specific facts 
that his investigation reveals. 

“He knows, if he is experienced, that 
this occupancy factor may and frequent- 
ly oes change very rapidly and over 
relatively short periods and so he must 
make a thorough and painstaking inves- 
gation cf district trends that may affect 
the desirability of the property and ar- 
tive at the reasonable percentage of oc- 
Cupancy that may rationally be expect- 
mover a future period of time. 

In doing so he must also appraise the 
Management. Income is frequently as 
much the result of management’s ca- 
pacity to earn as it is of the earning 
‘apacity of property. Shrewd manage- 
P (on may hold up the earning capacity 
th pope: ty for long periods in districts 
ean no longer suitable for properties 
1s type and, contra, inefficient man- 
ent may destroy or reduce the earn- 

€ capacity of the finest properties. 

- € appraiser must therefore deter- 
va whether the property will continue 

tract tenants, must analyze existing 
ao to estimate the possibility of in- 
it sing rentals if they are trending up- 

Td in this particular district or, vice 


. 


versa, if they are declining, what the 
income will be when leases are renewed, 
what prospective obsolescence is in evi- 
dence that may cause tenants to move 
upon expiration of their leases, deter- 
mine the present and potential relation 
of management to all of these factors 
as they reflect on the problem in hand 
and fix a normal occupancy factor by 
which to determine gross income. If 
he errs by so much as 10% in this highly 
intangible and complicated analysis, he 
will have an 18% error in his valuation 
as indicated in the chart above mentioned 
for his findings rest entirely on compu- 
tations such as the one just outlined. 
Operating Costs 

“The next pitfall lies in the establish- 
ment of the schedule of operating costs. 
Only in the last few years has any real 
progress been made in accounting sys- 
tems for income producing properties, a 
movement that undoubtedly has been re- 
tarded considerably by accounting com- 
plication arising from federal income 
tax problems where the ultimate effect, 
on cost finding requirements, of account- 
ing policies established with income tax 
requirements in mind, was not foreseen. 

“In the past those who operated in- 
come producing properties have been 
content, for the most part, to set up the 
cost of the property in one or more ma- 
jor accounts substantially in the form in 


which the original contracts were award- 
ed or, as the costs were accumulated. 
Masonry work may thus occur in sev- 
eral accounts, interior trim in another 
and special finish in still a third. 

“It is obvious that no accurate distri- 
bution .of costs or depreciation analysis 
can be made from such figures. Build- 
ing maintenance in income properties 
normally falls into three distinct classi- 
fications: Maintenance—Those expendi- 
tures required to maintain the efficiency 
of the property units in usable condi- 
tion throughout their life. These ex- 
penditures are chargeable to expense. 
Renewals and Replacements—Those ex- 
penditures for actual replacements of 
property units, in whole or in part, and 
that result in extending the life of the 
unit, thereby affecting the net rate of 
depreciation. Alterations—Those expen- 
ditures for rearrangement and rehabili- 
tation not necessary to preserve the in- 
vestment in the building.” 





BINGHAMTON OFFICERS 


The board of directors of the Bing- 
hamton Life Underwriters’ Association 
has elected the following officers: Presi- 
dent, P. J. Quilter, Mutual Life; Vice- 
president, Conrad C. Klee, Travelers; 
secretary, William A. Miller, Jr., New 
York Life; treasurer, L. D. Walrath, 
Mutual Life. 


MISS FOEHL ENGAGED 





Daughter of Late C. A. Foehl to Marry 
B. S. Tully of Travelers, Whose 
Father is V.-P. of Starkweather 
& Shepley 
Mrs. Charles A. Foehl of East Orange, 
N. J., has announced the engagement 
of her daughter, Miss Marian Hamilton 
Foehl, to Benjamin Salisbury Tully, son 
of Mr. and Mrs. William J. Tully of 
Providence, R. I. As is well known Miss 
Foehl’s father was the late Charles A. 
Foehl, for many years Prudential man- 
ager in New York City. She is a 
graduate of the Low and Heywood 
School, Stamford, Conn. and Pine 
Manor at Wellesley, Mass. She is a 
member of the Junior League of the 

Oranges. : : 

Mr. Tully’s father is vice-president 
and treasurer of Starkweather & Shep- 
ley, one of the large insurance agencies 
with headquarters at Providence and 
offices in Boston and New York City. 
The son is also in the insurance busi- 
ness, being connected with the Travelers 
in Hartford. He is a Brown University 
graduate, class of 1928; a member of 
Theta Delta Chi, Rhode Island Country 
Club and the Highland Country Club of 
Meriden, Conn. 





MISSOURI 
STATE 
LIFE 


Lhe Progressive Company 

















— continued rapid growth and expansion of 
the Missouri State Life has back of it the 
Progressive ideas and careful planning of seasoned 
executives plus the active and hearty co-operation 
of a happy, hard-hitting field force. 
drive straight ahead on production is due to careful 
selection of agents, close co-operation with those 
selected and high aggressiveness on the part of 
the men in the field. 4 The Company is rapidly 
nearing the “Billion and a Quarter” mark in 
amount of insurance in force. 


Power to 


HILLSMAN TAYLOR, Present 
St. Louis, Missouri 





Admitted Assets Over 
$131,000,000.00 


Insurance in Force Over 


$1,200,000,000.00 , 
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Associations Not 
Filing Nominations 


AS NEW ASS’N RULE REQUIRES 





Chairman Allen of National Committee 
Recalls That Nominations for All Of- 
fices Must Be in Advance 





Lloyd K. Allen of Boston, who is chair- 
man of the advisory committee of the 
National Association of Life Underwrit- 
ers, is a bit concerned over the fact that 
not one local life underwriters’ associa- 
tion has filed with the committee a slate 
of national officers as required by the 
new rule of the association and only one 
association has placed in nomination a 
name for the presidency. Last week the 
Chicago association filed the name of 
S. T. Whatley, general agent at Chicago 
for the Aetna Life and vice-president of 
the National Association, as president. 

At the convention last year the Na- 
tional Association adopted a rule requir- 
ing that the nominations for all national 
offices be filed with the advisory com- 
mittee before the convention. Mr. Allen 
believes that this fact has been over- 
looked by the local associations. He says 
that it is a mistake for the associations 
not to file with the advisory committee 
their suggestions for the national offices. 

The advisory committee will not meet 
until just before the convention in Wash- 
ington September 25 to 27. The nomina- 
tions will be turned over at that time to 
the regular nominations committee. 

James Elton Bragg, general agent for 
the Union Centrai Life at Philadelphia, 
who was the candidate of the Philadel- 
phia Association, formally withdrew his 
name. There has been some discussion 
of C. C. Day of Oklahoma City for the 
presidency, but his name has not been 
formally filed. Mr. Day is now first vice- 
president of the National Association. 
Both Mr. Whatley and Mr. Day are well 
known, have long been active in associa- 
tion work and have many friends. 





DECIDE RICHMOND DELEGATES 

Delegates to represent the Richmond, 
Va., Association of Life Underwriters at 
the forthcomi. g annual convention of 
the National Association in Washington 
have been appointed by President Jesse 
A. Hood as follows: 

Horace Sharp, Atlanta Life, delegate; 
George King, Atlantic Life, alternate. 
C. T. Thursman, Mutual Life, delegate; 
T. Garnett Tabb, Travelers, alternate. 
Ralph P. Harrison, Union Central, dele- 
gate; Walter W. Barrow, Union Central, 
alternate. J. C. Bristow, Home of New 
York, delegate; T. E. Royal, Home of 
New York, alternate. S. B. Love, Mu- 
tual of New York, delegate; Everard B. 
Meade, Prudential, alternate. Harvie D. 
Goddin, Equitable of New York, dele- 
gate; Elmer W. Marsh, Equitable of 
New York, alternate. James K. Dunlop, 
Aetna Life, delegate; Cornelius B. My- 
ers, Aetna Life, alternate. Because of 
proximity to Washington, Richmond will 
be represented better than usual at this 
year’s convention of the national body. 





ELECT TANAKA PRESIDENT 

At the recent convention of the Mis- 
souri State Life Insurance Company’s 
Quarter Million Club, the following men 
were elected officers for the ensuing 
year: 

M. Tanaka, Honolulu, Hawaii, presi- 
dent; Horace H. Bell, manager, Pitts- 
burgh branch, first vice-president; Ceci- 
lio Rosenwald, Albuquerque, N. M., sec- 
ond vice-president. 


Paul F. Clark Sees 
Continued Prosperity 


SPECULATION NOW SUBSIDING 





National Association President Believes 
Public Participation in Stock Market 
Has Been Handicap 





Paul F. Clark of Boston, president of 
the National Association of Life Under- 
writers, sees in the last six months of 
this year an even better life insurance 
production than for the first six months. 

“The excitement over common stocks 
and the tendency of many more busi- 
ness and professional men than hereto- 
fore,” said Mr. Clark, “to speculate or in- 
vest in securities offering large profits 
has been to my mind the principal handi- 
cap to the writing of even a larger 
volume of new life insurance during the 
first half of 1929. I believe that this 
condition has somewhat tempered and 
that a good many of these prospects 
may give the life underwriter a good 
hearing during the second half of the 
year. Possibly they can be made to see 
the value of investing some of their 
recent profits in life insurance. 

“It looks as though business condi- 
tions would continue good,’ he con- 
tinued, “and I hope that the excitement 
over the new tariff bill will not prove 
an interference of any magnitude. 

“We have every cause for courageously 
pushing our,work for personal business 
and estate life insurance and for expect- 
ing larger returns in the future than in 
the past. 

“An article in a recent issue of “Bar- 
ron’s” shows that financial people think 
of us and states that the assets of Amer- 
ican life insurance companies increased 
in 1928 by more than $1,500,000,000, the 
largest yearly increase ever recorded. 
Total assets at beginning of 1929 are 
given at $16,000,000,000, representing the 
security back of 65,000,000 policies hav- 
ing combined liability of about $95,000,- 

,000. 

“We shall soon enter the period when 
we are after our second $100,000,000,000 
of insurance on the lives of the American 
people and I believe that the magnitude 
of that statement will increase our 
prestige and success as life underwriters.” 





GUESTS OF R. W. STEVENS 
Sixteen members of the Home Office 
organization of the Illinois Life, as the 
guests of President R. W. Stevens, took 
part in a golf tournament held recently 
at Bob O’ Link Country Club, Highland 
Park, IIl. 





. Provident “Mutual 
Life Insurance Company of Philadelphia 


Founded 1865 ° 











our service. 





IN SUMMER 


or in winter the representatives and policyholders of the 
Massachusetts Mutual enjoy not only the great resources 
and splendid facilities of this Company, but also that 
mutual counsel and co-operation which make every 
relationship a definite advantage to all those who rely on 


The Massachusetts Mutual Life Insurance Co. 
Springfield, Massachusetts 


Organized 1851 


More Than a Billion and Three-Quarters of Insurance in Force 





LOWER WYOMING RATES 

Theodore Thulemeyer, state insurance 
commissioner of Wyoming,: is well 
pleased with the news that all protected 
towns within the state will receive, at 
once, a reduction of 10 to 15% on fire 
insurance rates. He estimates the saving 
at about $150,000 a year. Laramie, 
Wyoming, has made so many improve- 
ments and perfected its fire hazards so 
much that it was given a new classifi- 
cation by the Mountain States inspec- 
tion bureau. 





“The Appeal of Value Knows no Boundary, 
and 
Quality speaks a Universal Tongue” 











New England Mutual Life Insurance Co. 


Boston, Mass. 
Chartered 1835 





HAlcHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 
FRANK J. HAIGHT, President 
INDIANAPOLIS 


Omaha Kansas City 














THE MANHATTAN LIFE 
INSURANCE COMPANY 


654 Madison Avenue at 60th Street 
New York City 


Founded 1850 


THOMAS E. LOVEJOY 
President 


— 


Enjoying A Record Year 
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GUARDIAN LIFE 





Established 1860 Under the Laws of the State of New York 





17-23 John Street, New York 
CORtlandt 8300 





MANAGERS 


INSURANCE CO. sie 





Home Office, 50 Union Square, New York City 


———e 





Uptown 





420 Lexington Ave.—LEXington 6715 
245 Fifth Ave.—ASHland 1772 
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Metropolitan Report 


(Continued from Page 1) 


tem of making up its dividend schedules 
the report Says: 
‘Neither this nor any other dividend 
system of any complexity can hope to 
avoid controversial aspects. The com- 
pany takes a scientific attitude towards 
the whole dividend problem. The meth- 
ods of expense allocation, for example, 
are subject to continuous investigation. 
Recently, the company came to the real- 
ation that its Ordinary dividend ma- 
thinery—although only ten years old— 
was becoming patched up, and out of 
date. It was, therefore, replaced by an 
entirely new system which had been 
evolved through extensive research and 
it was immediately successful. Through 
its special dividends pertaining to the 
contingency reserve the company has 
taken the lead in the effective recogni- 
tion of the principle that surplus belongs 
to those who have contributed to its ac- 
cumulation. The general adoption of this 
principle by the mutual companies will 
further enhance public confidence in 
them.” 
The $5,000 Whole Life 

One of the most interesting facts dis- 
dosed by the report is the importance 
of the Metropolitan Life’s $5,000 Whole 
life policy in its Ordinary business. A 
tabulation of the business during the 
three years covered by the report shows 
that the $5,000 Whole Life policy forms 
a substantial proportion of the entire 
Ordinary business of the company. 
Some figures showing the amount of 
business written under this policy are 
given herewith. 


Volume of Metropolitan’s 
Whole Life Policy 


Amount Issued Each Year 


$5,000 Total Ordinary 
Year Whole Life Inc. $5,000 Wh. L. 
1925.... $209,842,927 $679,290,640 
1926.... 202,239,680 593,513,401 
1927.... 187,941,119 547,685,602 
Amount in Force 


1925....$ 954,087,723 
1926.... 1,150,136,096 4,615,790,464 
1927.... 1,332,468,954 4,993,719,747 


Comment On Whole Life 


In discussing the $5,000 Whole Life 
policy the report says in part: 
‘This plan of insurance furnishes pro- 
ection to policyholders at a net cost 
Which is unusually low. The gross pre- 
mum is not materially higher than that 
tf non-participating insurance, and is 
further reduced by dividends which be- 
gin at the end of the second policy year. 
hile a low net cost is a feature com- 
Mon to all policies in the Ordinary de- 
partment it is exceptionally low for 
$5000 Whole Life policies. This may 
illustrated by a comparison of the net 
cost for $5,000 of insurance on the En- 
Owment at 85 plan with the corre- 
onding net cost under $5,000 Whole 
ife which may also be considered as 
Endowment at 96. The figures are based 
m the dividend scale effective May 1, 
“/, and it is assumed that this scale 
Vill be used without change for ten con- 
Keutive years.” 
Following the publication of the table 
© report continues: “It will be ob- 
“ved that the difference in the net cost 
8 materially greater for the first than 
or the second five years and it increases 
" age at issue. Ignoring the simple 
“ct of interest on net payments the 
* Clearly shows the relatively low 
Cost under $5,000 Whole Life.” 
€ report says that the underwriting 
* sprich govern, the selection of risks 
tin Whole Life policies are more 
in gent than those observed in han- 
© eg business in the Ordinary De- 
tire ipa A medical examination is re- 
me i: each case, while the company 
amount Issues other policies up to an 
Medical of $2,000 on the basis of a non- 
tile application. In order to be eli- 
or this form of coverage the ex- 


$4,267,769,033 


Tiles 





pected mortality must not be in excess 
of 11% of the standard. 


There are also certain restrictions in 
regard to occupations. Holders of $5,000 
Whole Life policies are as a rule busi- 
ness or professional men with incomes 
sufficient to justify a substantial sum of 
insurance. The maximum amount of in- 
surance issued is $100,000 which is mate- 
rially lower than the company’s reten- 
tion in case of other plans. This limita- 
tion is imposed since mortality on poli- 
cies for large amounts has generally 
been somewhat -unfavorable. As a re- 
sult the mortality experience on Whole 
Life policies is more favorable than on 
other Ordinary business, particularly 
during the early policy years. An even 
more important factor entering into net 
cost is the lower expense rate obtaining 
in case of Whole Life policies. * * * 
The first year’s commission to the so- 
liciting agent is at the rate of 25% only 
and the extra expense of collecting pre- 
miums more frequently than once a year 
is not incurred.” 


Discusses Group Business 


The report deals at length with the 
Metropolitan’s group business and notes 
that the company experienced a 100% 
increase in group business during the 
period covered by the examination. This 
section of the report is also very inter- 
esting because of the general belief in 
the business that most group writing 
companies are not making money on 
group business. On this subject the re- 
port says: 


“Tt appears that this part of the com- 
pany’s business is conducted with satis- 
factory results and has become self-sup- 
porting. The income is sufficient to meet 
claims and expenses and to provide for 
the necessary reserves. While the con- 
tingent reserve is relatively small, a con- 
siderable factor of safety arises through 
the adjustment of dividends in accord- 
ance with actual claim experience.” 

Allocation of Expense 

The report also makes favorable com- 
ment on the Metropolitan’s method of 
allocating expenses in connection with 
group business. This is a matter that is 
being carefully studied both in company 
home offices and in the insurance de- 
partments. On this subject the report 
says: 

‘Considerable care is used by the com- 
pany in allocating to the various depart- 
ments such items of expense as can not 
be charged directly. It is believed that 
the methods used result generally in an 
equitable apportionment of expense. This 
subject is a matter of continuous study 
on the part of the company and bases 
for allocation are revised from time to 
time when changes seem advisable.” 

The London office was established, the 
report explains, for the purpose of pro+ 
piding service to a number of employes 
of General Motors, F. W. Woolworth 
& Co., General Electric and other com- 
panies which were insured under group 
policies with the Metropolitan Life and 
who reside in England. 


The report discusses the Metronoli- 
tan’s methods and experience at great 
length and there is much in the docu- 
ment of great value to the technical de- 
partments of the business because of the 
Metropolitan’s size, advanced methods in 
handling its business and the experts 
who head its various departments. 

Only Two Old Types of Managers’ 

Contract 


The Metropolitan Life now has in 
force only two of the old type of man- 
agers’ contracts, the chief feature of 
which. was a contingent based upon the 
amount of increase with a cumulative 
feature. The report says: “These two 
managers, therefore, receive a far larger 
Industrial salary than other managers of 
the company.” About 75% of the man- 


(Continued on Page 14) 
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LVew York Life 


Dyurectors 


The success of any Company is primarily a matter of 
management—that is, of MEN. Following is a list of 
Directors, New York Life Insurance Company, the most 
recently elected being Calvin Coolidge: 





id arin ie Director Valentine & Co. 
ead ace dln a ea mel aah Manufacturer 
Waieinis sane e s Commission Dry Goods 
MORTIMER N. BUCKNER Chairman of Board, New York 


Trust Co. 
THOMAS A. BUCKNER................... Vice-President 


NICHOLAS MURRAY BUTLER. Pres’t Columbia University 
CALVIN COOLIDGE. Former President of the United States 


GEORGE B. CORTELYOU...... Pres’t Consolidated Gas Co. 
WALTER W. HEAD.......... Pres’t State Bank of Chicago 
CHARLES D. HILLES 


eC EDEPY e tee aO p Insurance Manager 


ALBA B. JOHNSON............. Retired, Philadelphia, Pa. 
PERCY H. JOHNSTON .. .Pres’t Chemical Bank & Trust Co. 


WILLARD V. KING ; Chairman Advisory Board, Irving 


Trust Co. 
ROI Wire Pa MMS 8. 8 bei eee ee Presidex:t 


RICHARD I. MANNING... . Farmer, Columbia, So. Carolina 


GREENS Cae UNITES 0S ins woe okies eens ctngs cae Lawyer 
GERRISH H. MILLIKEN.......... Deering, Milliken & Co. 
FRANK PRESBREY........ Frank Presbrey Co., Advertising 
JOHN J. PULLEYN...... Pres’t Emigrant Ind. Savings Bank 


FLEMING H. REVELL..... Fleming H. Revell Co., Publishers 
{ Chairman of Executive Committee, 


GEORGE M. REYNOLDS i Continental 
Illinois Bank & Trust Co., Chicago 
HIRAM R. STEELE....... Steele, DeFriese & Steele, Lawyers 


JESSE ISIDORE STRAUS. President R. H. Macy & Co., Inc. 
RIDLEY WATTS Ridley Watts & Co., Dry Goods 


Commission 











NEW YORK 
LIFE INSURANCE 
COMPANY 


MADISON SQUARE 
NEW YORK, N. Y. 









DARWIN P. KINGSLEY 


.President 
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Guardian Convention 
Opens At Estes Park 


DONALD RUSSELL LEADS FIELD 


President Carl Heye Opens Meeting in 
Colorado; J. A. McLain Announces 
Leaders 


The Guardian Life of New York 
opened its agents’ convention at Estes 
Park, Colorado, yesterday with an ad- 
dress by President Carl Heve. Superin- 
tendent of Agencies James A. McLain 
announced the leaders for the club year. 

Donald Russell of the Graybar branch 
of the J. C. McNamara Organization, 
New York, led the entire field in pro- 
duction. Saul Kornreich of New York 
(Landau) ranked second with Charles K. 
Brust of Los Angeles, third. A. W. 
Fatter of Greensboro, N. C., finished 
fourth with a production just short of 
the million dollar mark. 

Membership in the Inner 
the Guardian’s honor club for producers 
of $500,000 or more, was 45% greater 
than that of the preceding year, and 
129% more than two years ago. Inner 
Circle membership—producers of a quar- 
ter million or more—shows a 63% in- 
crease over the preceding year. 

The annual banquet will be held to- 
night. 


Sanctum, 





JULY BUSINESS UP 178% 


Figures Compiled By Association of Life 
Insurance Presidents Shows Gains 
Over Last Year 
Paid-for business for July was 17.8% 
more than during July of last year. New 
business during the first seven months 
was 6.5% greater this year than in 1928. 
These facts are shown by a compilation 
by the Association of Life Insurance 
Presidents sent to the United States De- 
partment of Commerce for official use. 
The report combines the records of new 
life insurance production — exclusive of 
revivals, increases and dividend additions 
—of forty-four member companies hav- 
ing 82% of the total life insurance in 
all United States legal reserve companies. 
For July new ordinary insurance 
amounted to $722,451,000 against $660,- 
062,000 in 1928—a gain of 9.5%. New in- 
dustrial insurance amounted to $223,680,- 
000 against $194,642,000 in 1928—an in- 
crease of 14.9%. New group insurance 
was $147,658,000 against $74,196,000 last 
year—a gain of 99.0%. The aggregate of 
all classes for July of 1929 was $1,093,- 
789,000 against $928,900,000 for July of 

1928—a gain of 17.8%. 

For the first seven months of this year 
new ordinary insurance amounted to $5,- 
241,792,000 against $4,901,065,000 during 
the corfesponding period of last year— 
a gain of 7.0%. New industrial insurance 
was $1,734,227,000 against $1,617,685,000— 
a gain of 7.2%. New group insurance 
was $658,369,000 against $651,441,000—a 
gain of 1.1%. The total of all classes 
written during the first seven months 
of 1929 was $7,634,388,000 against $7,170,- 
191,000 during the same period of 1928 
—an increase of 6.5%. 





PAGE STORY ABOUT ECKER 

The New York “Herald-Tribune”: in 
its Sunday magazine section last Sun- 
day printed a page story of the career 
of Frederick H. Ecker, president of the 
Metropolitan Life. 





BANKERS NAT’L IN UTAH 


The Bankers National Life of Jersey 
City, N. J., is now licensed to do busi- 
ness in Utah, making a total of twenty- 
one states in which the company is op- 
erating. 





John J. Moriarty, vice-president of the 
Missouri State Life, attended the annual 
meeting of the Marion Rich General 
agency of Columbia, S. C., which was 
held August 14-15 at Wrightsville Beach. 


F. H. Ecker To Address 
National Association 


WILL SPEAK ON SEPTEMBER 26 


Subject Will Be “Investment Trends in 
the Era of the Second Hundred 
Billion” 


Frederick H. Ecker, president of the 
Metropolitan Life, will be a speaker at 
the annual convention of the National 
Association of Life Underwriters in 
Washington. His subject will be, “In- 
vestment Trends in the Era of the Sec- 
ond One Hundred Billion.” The talk 
will be delivered on September 26, and 
here is one life insurance speech that 
will have a tremendous audience. 

As head of the largest financial insti- 
tution in the world, anything which Mr. 
Ecker will say is of the most vital im- 
portance. Also, it will be the first speech 
he has delivered outside the Metropoli- 
tan Life since he was elected president 
of that company a few months ago. 





JOHN HANCOCK ISSUES WARNING 


Dangers in Mechanical Refrigeration 
Discovered Through Recent Catas- 
trophe in Chicago Apartment House 
The John Hancock Mutual Life points 

out that recent deaths in a Chicago 
apartment house, from poisonous gas es- 
caping from a system of mechanical re- 
frigeration will undoubtedly lead to 
speedy correction of a serious hazard to 
life, inasmuch ‘as it has already attracted 
the attention of city health departments 
generally. 

The increasing demand for artificial 

refrigeration in modern apartment 
houses has led to the installation of cen- 
tral plants using methyl chloride, which 
gives off a poisonous, non-odorous gas 
not easily detected, and which may prove 
fatal in case of a leak. The remedy sug- 
gested by authorities is to dilute methyl 
chloride with ammonia or sulphur dioxide 
in plants using the non-odorous gas, or 
to prohibit the use of methyl chloride as 
proposed by the health authorities of 
Chicago. 
_ Owing to the serious menace to life 
in city apartments, life insurance com- 
panies undoubtedly will encourage city 
authorities in adopting the necessary 
preventive measures, now that the na- 
ture of the hazard has been disclosed by 
actual fatalities. 


Couple of Plugged Nickels 
As East Indies Co. Assets 





When the “Indonesia,” a native life . 


insurance company in the Dutch East 
Indies, was declared in bankruptcy the 
receiver hurried to the head office of 
the company, according to a story the 
Vakblad gets from an Indian parer. Ar- 
rived there he announced that the com- 
pany was bankrupt and in-the name of 
the law demanded the key to the safe. 


When the same was opened it was found 
to contain nothing but 1 florin piece and 
2 quarter florins (altogether about 60 
cents, U. S. currency). Furthermore, the 
florin was a counterfeit and the quarters 
were no better. 

The other circumstances of. the Indo- 
nesia were not at all ef a humorous na- 
ture not only for ine insured who lost 
their money but also for the manager 
of the company who is to appear before 
the courts accused of diverting the as- 
sets. The political backers who had 
supported the Indonesia as a native com- 
pany are not doing anything about it. 
The development of conditions in the 
business of the Indonesia had already 
been the subject of discussion in the 
press as early as 1923, when the desir- 
ability of government supervision was 
pleaded. Nothing was done, however, at 
that time. 


—.. 








FAVORABLY KNOW 


From Portland, Maine, to Portland, Oregon, 
the Union Mutual is known as— 


The Friendly Maine Company 


A healthy growth is being experienced by this Company, 
which has maintained high ideals of service for 80 years. 


Union Mutual Life Insurance Company 


Portland, Maine 
Incorporated 1848 











MADE MANAGER AT LOUISVILLE 


Harry McNamer, Former Brokerage 
Manager of Darby Day Agency, 
Succeeds L. L. Anderson 
Harry McNamer, manager of the 
brokerage department, Darby A. Day 
agency, Union Central Life, Chicago, has 
been appointed manager for the com- 
pany at Louisville, succeeding L. L. An- 
derson, who retired a year ago because 
of impaired health. The Louisville 
agency has been producing $2,000,000 a 

year for the past few years. 

Mr. McNamer has been in the life in- 
surance business in Chicago for sixteen 
years, and during most of this time has 
represented the Equitable Society. He 
organized the brokerage department for 
the Darby A. Day agency about six 
months ago. Mr. McNamer was former- 
ly a president of the Chicago Association 
of Life Underwriters; and also served 
the Chicago body for six years as its 
representative on the executive commit- 
tee of the National Association. He is 
a member of the board of directors of 
the Insurance Federation of Illinois. 

The book, “Life Income Insurance and 
How to Write It.” of which he is the 
author, deals with a subject in which he 
has specialized for many years. 





COURT TO DECIDE $2,000 POLICY 
Whether Mrs. Marion Jones of John- 


son City, N. Y., falsified in an applica- ° 


tion for reinstatement of her lapsed pol- 
icy for $2,000 with the John Hancock 
is the question to be decided in the Su- 
preme Court before her two children can 
recover under the policy. Their guar- 
dian, John Smethers, has brought the 
action. The question at issue is her phy- 
sical condition at the time the applica- 
tion for reinstatement was made. 
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Metropolitan Report 
(Continued from Page 13) 


agers are now on the stated salary con- 
tract basis. Contracts in force before 
1923 provided weekly salary of a nominal 
amount and contingent based on in- 
crease and collections. The stated salary 
contract covers managers since 1923. 
The examiner devoted considerable 
space in the report to the affairs of the 
Canadian head office of the \Metropoli- 
tan, which was established during the 
period covered by the examination. Some 
of the disbursements were criticized, but 
the report says that when the expendi- 
ture items discussed were brought to the 
attention of the chief executive officer 
of the company he “effectively dealt with 
thé conditions and practices.” Some of 
the disbursements to which the exam- 
iner called attention had to do with 
travel. At the time A. F. C. Fiske was 
in charge of the Canadian head office. 








Reliance Agents 
(Continued from page 7) 

tests and all that sort of thing, outlined 
some of the additional incentives to pro- 
duce business that the company offers its 
field force from the Gold Watch Contest 
through the silver knife and fork awards 
for Monthly Quota Production, Addi- 
tional Commission Contest, Caritas Cup, 
Leadership Stars and Perfect Protection 
Clubs down to the renewals. 

Manager H. T. Burnett closed the 
speaking program with figures on the 
growth of the home office agency or the 
Western Pennsylvania Department. He 
attributed some of the increase in the 
past few months to the juvenile policy 
recently introduced. He said the stand- 
ing of Reliance Life in Pittsburgh also 
has a great deal to do with the progress 
of his agency. He said his agency plans an 
increase of $2,000,000 in 1929 over 1928 





proposition. 
Address, 


PENNSYLVANIA OPPORTUNITY 


If you are interested in making a permanent connection with an old 
well established company with a progressive management and an un- 
equalled dividend record, it will be to your interest to investigate our 


PERMANENT, 
Care of The Eastern Underwriter, 110 Fulton Street, New York City 
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AMERICAN 
CENTRAL 
LIFE 


INSURANCE COMPANY 
INDIANAPOLIS 
Old Line Legal Reserve 
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EQUITABLE SEVENTIETH ANNIVERSARY SERIES 
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EQUITABLE EQUIPMENT 


Training Courses & Field Schools Annual Educational Conferences 
Correspondence & Specialist’s Courses Weekly Sales Bulletin 


Inheritance Tax Service Business Insurance Service 


Personalized Letter Service Advertising Booklets & Circulars 


An Unsurpassed, Comprehensive Array of Policy and Annuity Forms Constituting 
THE EQUITABLE’S COMPLETE CIRCLE OF PROTECTION 
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THERE’S AN EQUITABLE POLICY FOR EVERY NEED AND PURPOSE 


7 y  g 


THE EQUITABLE LIFE ASSURANCE SOCIETY OF THE UNITED STATES 
393 SEVENTH AVE., NEW YORK, N. Y. 


THOMAS |. PARKINSON, PRESIDENT 
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THE FIRST HUNDRED BILLION 

The tabulations of the amount of life 
insurance being written by American 
companies which are kept by the As- 
sociation of Life Insurance Presidents, 
revealed this week that the total of life 
insurance in force has actually crossed 
the mark of one hundred billion dollars. 
This has been a kind of theoretical goal 
for all life insurance, and was hailed in 
prospect at the annual meeting of the 
Life Presidents last December when it 
was predicted that this mark would be 
attained this autumn. The large amount 
of new business placed during the first 
half of the year advanced the date fully 
two months and it is estimated by the 
figures only just now tabulated that the 
actual date of this really historic event 
was probably Friday, July 26. The Life 
Presidents’ Association kept careful 
tabulations of figures as they were re- 
ceived from forty-four companies rep- 
resenting 85% of the legal reserve life 
insurance business transacted by Amer- 
ican companies. These tabulations of 
the Association are used by the U. S. 
Department of Commerce in its official 
statistics of business. 

As Manager George T. Wight of the 
Life Presidents’ Association points out 
in his comment on the attainment of the 
$100,000,000,000 goal elsewhere in this is- 
sue, the achievement is striking testi- 
mony to the thrift of the American peo- 
ple and especially may this be said of 
the past few years when an unprece- 
dented volume of new life insurance has 
been created. The final credit for the 
achievement rests with the great pro- 
ducing organizations of the companies, 
the agents in the field, whose deter- 
mined, persistent work has made the 
achievement possible. The ability of 
these agents to present the new uses 
and applications of life insurance to 
modern needs has been no small factor 
in the result. 

“The Second Hundred Billion” is the 
theme of the convention of the National 
Association of Life Underwriters to be 
held in Washington, D. C., next month. 





SERVICE THAT BUILDS PRESTIGE 

Comparatively minor incidents in the 
far-reaching history of a large insurance 
company often reveal some admirable 
decisions that are worthy of mention. 
A beautifully prepared and well-written 
history of the Fireman’s Fund of San 
Francisco has just been published, the 
author of which is Frank Morton Todd, 


and some of the most interesting pages 
of this 280 volume deal with the tre- 
mendous service rendered in rehabili- 
tating the whaling industry off the Alas- 
kan coast. 

In the fall of 1871 forty whaleships 
from New Bedford, Nantucket, Martha’s 
Vineyard and other ports of maritime 
Massachusetts were in the Arctic Ocean, 
having entered through Bering Strait in 
the summer of that year. These ships 
had great luck in getting whales and 
they remained in these northern waters 
longer than they should. Ice closed in 
the vessels and after a few weeks all 
the vessels but one were destroyed. This 
one was found intact the following year. 

Several whaling companies in Massa- 
chusetts failed and the insurance com- 
panies refused to handle these risks un- 
less exempted from liability for loss or 
damaged occasioned by ice, which nulli- 
fied the policies for most of the vessel 
owners. Without insurance the whaling 
industry hated to carry on. 

A well-known whaling expert of those 
days who was on the Fireman’s Fund 
marine committee said such business 
could be written if there were some way 
found of getting the whaleships out of 
the danger zone before new ice formed. 
A clause was composed for insertion in 
the whaling policy reading: 

“Warranted to be south of the latitude 
of St. Paul’s Island September 15, and 
this company shall not be responsible 
for any loss or damage occurring north 
of that latitude and later than that 
date.” 

The effect was magical, the Fireman’s 
Fund history says. It brought to the 
company most of the whaling business 
and made friends of the whalemen. The 
premium rate was 16%, but even so the 
shipowners stood on the doorstep and 
begged for coverage. Ultimately this re- 
striction became obsolete, but it served 
a good purpose for the time and was 
one of the things that aided to develop 
the marine business of the Fireman’s 
Fund, now one of America’s leading ma- 
tine writing companies. 





C. R. Miller, president, Fidelity & De- 
posit, and his bride returned from their 
honeymoon abroad today. 

ee. MO. 


Lewis H. Millert of the Newark agency 
of the Connecticut Mutual left last week 
for an automobile trip to Canada. He 
will return after Labor Day and then go 
to Big Wind, Ontario, where he will at- 
tend the company convention of the 
Quarter Million Dollar Club. 
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N. GRAHAM TURNER 








N. Graham Turner, of Liverpool, who 
was representative of The Eastern Un- 
derwriter at the International Advertis- 
ing Convention in Berlin, has won no- 
tice as a journalist, novelist, playwright 
and insurance man. He commenced his 
career on the British stage when thirteen 
years old. At seventeen he was an as- 
sistant stage manager of an important 
British theatre. He has appeared in 
many plays, revues and pantomimes and 
also in film work. While waiting for 
stage jobs he took up writing, and about 
ten years ago he joined the staff of the 
Licenses & General Insurance Co. It 
was his intention to remain in insurance 
for three months while awaiting a 
theatrical engagement. He decided to 
continue with the insurance office. 

i, A 


Congressman Franklin W. Fort of 
New Jersey, who is also vice-president 
of the Eagle Fire of Newark, returned 
from Europe last week. He states that 
he is not a candidate to succeed Senator 
Walter E. Edge from New Jersey, but 
would like to be his party nominee for 
governor to° succeed Governor Larson. 
Mr. Fort’s family will not return to this 
country from Europe until the middle of 


September. 
ee 


R. P. DeVan, of Charleston, W. Va., 
president of the National Association of 
Insurance Agents, was in town this 
week. He conferred here with Clyde B. 
Smith of Lansing, Mich., chairman of 
the executive committee, and Walter H. 
Bennett, secretary-counsel of the asso- 


ciation. 
x oe Ox 


Clayton E. Bigg, claim manager of the 
Philadelphia branch office of the Penn- 
sylvania Surety, took an active part at 
the opening of the Tacony-Palmyra 
bridge last week, leading the honor bat- 
talion of the Frankford Post of the 
American Legion, in the parade. 

* * * 


F. M. Tongue, resident adjuster at 
Asheville, N. C, for the Richmond 
branch office of the United States Fi- 
delity & Guaranty, started out recently 
on a motor trip, planning to spend his 
annual vacation at his old home in Mary- 
land. As he was nearing his destination, 
he was seized with an acute attack of 
appendicitis. As a result he is now 
spending his vacation in a Baltimore hos- 
pital where is is recovering an emer- 
gency operation for removal of his ap- 
pendix. 


Governor John H. Trumbull of Con- 
necticut has written a long letter of ap- 
preciation to Colonel D. Gordon Hunter 
of the Phoenix Mutual Home Office, ex- 
pressing his regret that Colonel Hunter 
has relinquished his command of the 
169th Infantry Regiment. Colone! Hunter 
entered the state’s military service in 
1916 as a private in the First Company, 
Governor’s Foot Guard. In the World 
War he served as a machine «un off- 
cer. One paragraph of Governor Trum- 
bull’s letter follows: 

“However, in severing your connec- 
tions with the regiment it must be a 
source of great satisfaction to you to 
feel that under your leadership it has 
been brought up to such a high standard 
of efficiency. My personal interests in 
all matters military have kept me in 
close touch with not only your regiment 
but all of the other military units in the 
state. I have heard nothing [ut the 
highest praise from all officers of your 
regiment for their commander. | also 
appreciate greatly the tremendous 
amount of time and self-sacrifice it has 
cost you to put the regiment in its pres- 
ent fine condition, and I wish to assure 
you that I -have taken a great deal of 
personal pride in your work.” 

* 


Edward D. Southworth, Jr., manager 
of the surety department of the Aetna 
Casualty & Surety Co. 100 William 
street, New York City, is well satisfied 
with this year’s vacation. It was his 
good luck to be among a party of fish- 
ermen which harpooned a giant sword- 
fish twelve feet long and weighing over 
600 pounds. The fish was caught about 
twelve miles off the coast of Martha’s 
Vineyard by Mr. Southworth’s friend, 
Captain Elroy Willoughby of the “Mil- 
dred” of Edgarton, and a cosmopolitan 
group of fishermen which included a 
Swedish minister, three college boys 
from Amherst, in addition to the insur- 
ance man. On his many vacations in 
this locality Mr. Southworth has never 
seen as large a swordfish as this one 
which was caught on August 8. ‘The eat- 
ing of swordfish has been confined 
largely to Boston and vicinity in the 
past, but as a food it is now becoming 
more popular in other sections of the 
country. 

* * * 

Bradford H. Walker, president of the 
Life Insurance Co. of Virginia, is back at 
his desk, following a pleasant vacation 
trip that carried him as far as Los An- 
geles, the former home city of Nirs. Wal- 
ker, who accompanied him on the trip. 
Before returning to Richmond Mr. and 
Mrs. Walker visited his uncle, John G. 
Walker, former president of the Life of 
Virginia, now chairman of the board, 
who is spending the summer at Atlantic 
City. 

ee ee ok 

W. W. Jaeger, vice-president and di- 
rector of agencies of the Bankers Life 
Co., and Mrs. Jaeger, are back in Des 
Moines after a two months’ tour of the 
continent and England. They visited 
Italy, Switzerland, France, (ermany, 
Holland and Belgium in addition to Eng- 
land, and had a thoroughly enjoyable 
vacation trip. He spent some time I 
vestigating the workings of European life 
insurance companies. 

* * x 


John A. Griffin, vice-presiden'. Fidel 
ity & Deposit, in charge of its New Yor 
City activities, sailed today on tie Bre- 


men, the new North German Llo: 4 liner, 
for an extended trip abroad. | hes 
ber 6. 


to return to this country by Oc 
ae 


Sadie Rosenthal, at the present tm 
leading the women writers of th: Unitet 
States, who is an agent with the \utua 
Life in New York, has returne? from 
Europe. 
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Memories of Gen. John B. Castleman 

When I read the other day the routine 
news story that Barbee & Castleman of 
Louisville is now only a memory as the 
agency had been sold to Gaunt & Harris 
of that city, I could not help thinking, 
“only a memory, but what a memory!” 

I knew the late General John B. Cas- 
tleman for two years at a time when he 
was Louisville Park Commissioner, and 
never did I meet a man who was more 
of the Colonel Carter of Cartersville 
type; never a man who had more of the 
milk of human kindness; never a man in 
whose company it was such a pleasure 
to mix. 

General John B. Castleman was tall, 
handsome, distinguished, wearing a white 
moustache and a white Louis Napoleon 
imperial. He had been an officer in 
Morgan’s cavalry. For years daily pa- 
pers featured his daughter Alice as the 
typical Southern beauty because at a 
ball of the four hundred the late John 
Jacob Astor, asked to pick out the most 
beautiful woman in the room, walked di- 
rectly up to Miss Castleman. How the 
“Courier-Journal” did play that up! The 
whole city was proud. 

My first interview with General John 
B. Castleman was at 2 o’clock in the 
Morniig. A young reporter out on an 
assignment in a rainstorm without an 
umbreila, I had come to chase the ru- 
mor that the Louisville parks were to 
be connected by a boulevard system 


similar to that of Chicago. 

As | rang the General’s bell in some 
fear and trembling, my coat collar turned 
up and not looking any too presentable, 
I could not help wondering what kind 
of a reception I would have. The Gen- 
eral came to the door in a long white 
nightgown, welcomed me cordially, said 
he was sorry I had to be inconvenienced 


Y Paying such an early morning call, 
led me to his big sideboard and insisted 
that I have some Bourbon before the in- 






terview started. Was it any wonder that 
Ps the ng reporters in Louisville held 
im in affectionate esteem? 

gerber Langham, his partner, was a 
ifferent type. He also was a gentleman, 


ut more sedate and reserved. For years 


. was the leading beaux of Louisville. 

\ close member of his family had mar- 

i /’ the German nobility, as I re- 
4 


aa _ \ltogether they were a mighty 
ensuished pair of insurance men. At 

€ time [ met them they were managers 
of the Royal. 


x * * 
“Charley” Phillips Retires 


Pe ee that Charles W. Phillips, an old 
a poutheastern fire insurance field 
Poa - retired after many, many long 
the ti “4 service. He was in Atlanta at 
en ime the fire insurance men there 

Presented a jolly and able crew. 
ie ae his confreres at one time were 

chibald G. McIlwaine, later U. S. man- 











ager of the London & Lancashire; Er- 
nest B. Boyd, now senior partner of 
Frank & Du Bois, U. S. managers of 
the Yorkshire; Sam Y. Tupper, manager 
of the Queen; Captain Edwin Gay, man- 
ager of the Insurance Company of 
North America; Milton Dargan of the 
Royal, who has just retired; the three 
musketeers, “Bob” Hancock, “Billy” 
Reynolds and Dan B. Harris (three of 
the best fellows who ever entered the 
insurance business). Among _ others 
prominent at the time were Guy Carpen- 
ter, then of the Norwich Union, and 
now with Marsh & McLennan; Ulric At- 
kinson, who was assistant to Captain 
Gay, the latter being the center of many 
anecdofes because of his aversion to 
cigarette smoking; the late Tom Eggles- 
ton of the Hartford; W. E. Chapin, of 
the Fire Association, his nal; Dan B. 
Harris of the Great American, and 
Charles C. Fleming of the S. E. U. A. 
Eggleston was the pet aversion of re- 
porters as when they came in he would 
sit silently, never opening his mouth. 
At the time Eggleston and Chapin were 
bachelors; were regarded as the most 
eligible men in town by the debutantes, 
and gave wonderful parties at the Cap- 
ital City Club. Later Chapin married. 
At one time Carpenter was president of 
the Capital City Club. 


oe 
Diplomat Waived Immunity 


A British insurance company thought 
it had a safe bet when it issued an auto- 
mobile liability policy to the first secre- 
tary of the Peruvian legation in Eng- 
land for the reason that the secretary 
enjoyed certain diplomatic privileges. 
However, following an accident and the 
awarding of a judgment of $4,700 against 
the Peruvian diplomat, he refused to 
claim diplomatic immunity and accepted 
the judgment, passing it on to the in- 
surance company. The latter denied lia- 
bility, contending that the conditions“ of 
the policy had been broken by the 
waiver of diplomatic privilege. The 
Lord Chief Justice in the King’s Bench 
Division, -nevertheless, in a reserved 
judgment, held the insurance company 
liable. In giving judgment his Lordship 
said: 

“In my opinion, diplomatic privilege 
does not impart immunity from legal lia- 
bility, but only exemption from local ju- 
risdiction. In the present case the privi- 
lege was waived and jurisdiction was 
submitted to by the entry of appearance, 
and, as Mr. Del Solar had so submitted 
to the jurisdiction, it was no longer open 
to him to set up privilege. If privilege 
had been pleaded as a defence, the de- 
fence could, in the circumstances, have 
been struck out. Mr. Del Solar, I think, 
was bound to obey the direction of his 
Minister in the matter. 

“In these circumstances it does not 
appear to me that there has been, on the 
part of Mr. Del Solar, any breach of the 
conditions of the policy, and the judg- 
ment clearly creates a legal liability 
against which the insurance company 


have agreed to indemnify him. It has 
been argued that, by reason of the privi- 
lege, execution cannot issue against Mr. 
Del Solar on the judgment. That is per- 
haps an open question. But, in my opin- 
ion, it is not necessary to decide it. 
Even if execution could not issue in this 
country while Mr. Del Solar remains a 
diplomatic agent, presumably it might 
issue if he ceases to be a privileged per- 
son, and the judgment might also be the 
foundation of proceedings against him in 
Peru at any time. 

“T hold, therefore, that the third par- 
ties here are liable.” 

A stay of execution was granted. 

* * * 


Newstand Price of British Insurance 


Papers 
On this page recently I said that the 
crack “Policy-Holder” of London could 
be purchased by the public from news 
stands in the insurance and financial dis- 
trict of London for a few pennies. One 
of the managers of insurance company 
publication departments asks me “How 
many pennies?” Four cents in Ameri- 
can money. How Sir Harold Elverston, 
the publisher, can get by selling such a 
paper for four cents is a mystery. The 
price of white paper alone in some of 
its editions must be heavy. “The Post 
Magazine” and “The Policy” also sell 
for four cents. “The Review” sells for 
twelve cents. 
* * #* 


The Assekuranz Jahrbuch 


The forty-eighth edition of the Asse- 
kuranz Jahrbuch, insurance year book, 
is a good companion of I.I.I.—in other 
words, International Insurance Intelli- 
gence. It contains a review and analysis 
of underwriting results in major insur- 
ance lines of thirty-four countries; in- 
surance bibliography of thirty-eight 
countries; unique statistics for aviation 
underwriters; and cost of life insurance 
in thirty-four countries. Professor Len- 
gyel is editor. 

International Automobile and Acci- 
dent statistics, development of Credit 
Insurance, and other interesting mate- 
rial is contained. 

The general part is preceded this year 
by several excellent articles amongst 
which should be mentioned “Basis of 
Fire Insurance,” by Director Ernst 
Hoppe of Vienna, which includes a syn- 
thesis of fire rates and eighteen pages 
of condensed data on re-insurance and 
net retentions. Other articles are “Pas- 


‘senger Insurance in Civil Aviation,” by 


Dr. H. Boetticher of Berlin; “Credit In- 
surance,” by Dr. Georg Schlesinger, 
managing director of the Phoenix & 
Wiener, the largest Austrian company, 
and an article by Dr. Alfred Manes of 
Berlin, dealing with groups, fleets, syn- 
dicates, associations, etc., in insurance. 

One of the tables at the end of the 
book shows that the greatest number 
of native stock companies of any Euro- 
pean country exists in Germany: 270. 
France follows with 227; Great Britain 
with 192; Holland, 182; Belgium, 124. 
The greatest number of foreign com- 
panies is working in Holland, not as 
might be expected in such leading mar- 
kets as Germany and Great Britain. 

Holland has a commercial importance 
far above what might be expected by its 
size. Nevertheless, it has only a limited 
market for insurance. There are 311 
foreign companies in Netherlands. Belg- 
ium comes next with 236 foreign com- 
panies; Canada, 204; Great Britain, 131; 
Denmark, 112; Germany, 103. The larg- 
est number of native stock companies 
are in the United States. 

The wealth of information in this ref- 
erence book, of course, cannot be ade- 
quately described in a short article, but 
its successful record through forty-eight 
years may give an indication of its value. 
The book was founded in 1880: by 
Ehrenzweig, well-known continental in- 
surance authority. Professor Lengyel is 
keeping up the old tradition and con- 
stantly striving to improve on it. It is 
published by the Compass-Verlag of 
Vienna. = 


Doesn’t Seem Possible 


British newspaper men have been 
amusing themselves by- relating a story 
that the Prince of Wales was turned 
down for a life insurance policy. My 
own personal opinion is that if he had 
tuberculosis, heart disease, and half a 
dozen other complaints he would have 
been accepted, anyway. 


The Chain Stores 


The chain store idea is going stronger 
than ever in all parts of Britain. Grocers 
take the lead, several of these having 
well over 1,000 branches, and the latest 
idea is for two or three of them to 
merge also. Chain clothing stores— 
mostly of the-cheap profuse advertising 
caliber—are everywhere and increasing. 
As a rule, they all pay good dividends, 
but they are a continual and growing 
menace to the individual trader, who is 
often forced to the wall or compelled to 
bolster up his trade by long credits which 
the chains deny them. They are handi- 
capped also by the better buying facili- 
ties of the chain stores with their huge 
capitals. In the better class retail trades, 
however, the chains have made but lit- 
tle headway, and here, so far, the in- 
dividual remains supreme. 

Woolworth’s are established all over 
Great Britain. They are called 3d and 
6d shops; in other words, three pence 
and six pence. A penny is equivalent 
to our two cents. - 


False Health Ads 


For years physicians have regarded it 
as unethical to advertise for some rea- 
son or other. Now many of them are 
peeved at the cigarette and candy ads 
which bunk the public into thinking that 
if you smoke you will become thin and 
if you eat candy you will be in fine phy- 
sical condition. If that is not “health 
advertising” what is it? 

Those ads and others of similar na- 
ture are still kicking up a big fuss. The 
latest oracle on the subject is Dr. Hugh 
Grant Rowell, assistant professor of 
health at Teachers’ College, Columbia 
University, who has gotten out a pamph- 
let condemning false health advertising. 
He is particularly indignant at copy 
which represents a high-powered pur- 
pose to sell medicines or food products 
or other products whether people need 
them or not. He says that some copy 
writers actually create new diseases for 
which their products are supposed to be 
a cure. Others, in advertising products 
which have a merit when properly used, 
pretend that they are cures for all man- 
ner of diseases. One of the most profit- 
able games, he tells us, is to frighten 
parents into buying certain foods for 
children, although such products may be 
more injurious than helpful. Here are 
some of his assertions 

“It is about time that advertisers 
ceased to exploit the public health. It 
is about time somebody talked citizen- 
ship to some of the worst offenders. Un- 
less the advertisers choose to employ 
competent scientific critics—not to show 
them how to mislead the public but to 
keep advertising along purely construc- 
tive lines—unless that happens mighty 
soon it will be recessary for public 
health agencies to throw down the 
gauntlet and find means of rectification. 

“The worst of it is that such mislead- 
ing advertising copy is utterly unneces- 
sary. Many products fall from 2 digni- 
fied, desirable position to that of would- 
be defrauders by such copy. I believe 
that in the not distant future advertis- 
ers using such copy will pay bitterly for 
such ill-will as they are bound to build. 

“Fortunately all health copy is not of 
this sort. Every health worker knows 
and values highly certain advertising that 
actually helps us to promote health. 

“The real way to meet this situation 
is through more effective health copy of 
various sorts emanating from our profes- 
sions—copy really worthy of publication 
and not silly nothings or incomprehens- 
ible collections of technical terms. There 
is no question but that the public press 
is the strongest educational influence in 
this country.” 


Eee ier dee 
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FIRE INSURANCE 











Roome Sees Inadequate 
Aviation Rate Risks 


FIGHT FOR PREMIUM INCOME 





Barber & Baldwin Vice-President Says 
Long Pioneering Flights Are 
Not Uninsurable Risks 





What is one of the chief troubles in 
the aviation business in the United 
States today? According to A. B. 
Roome, vice-president of Barber & Bald- 
win, Inc., it is the failure of underwriters, 
comparatively new at the business, to 
analyze properly the hazards and “in 
their zeal for business quote inadequate 
rates.” ‘ r 

“Risks,” said Mr. Roome, “are being 
insured which ought not to be at any- 
thing like the rates being charged; this 
will produce less for the business as a 
whole and necessarily in the end pro- 
duce a record which will raise the aver- 
age rates the industry will be forced to 
pay for the insurance and in this way 
the industry as a whole will suffer be- 
cause of poor judgement in underwriting 
the less desirable risks. “Those com- 
panies which feel they can write aviation 
business without an especially equipped 
engineering department to classify the 
various risks and hazards are sure to 
suffer a rude awakening.” 

Mr. Roome was asked whether the 
55 hour journey of the Graf Zeppelin 
from Lakehurst to Germany meant that 
American underwriters would accept 
business on dirigibles making trans-At- 
lantic flights and also whether he be- 
lieved the American companies would 
insure the 12 motored German plane on 
its trans-Atlantic flight. 

Covers on Stunt Flights 


“It has been pretty well demonstrated,” 
Mr. Roome replied, “that lighter-than- 
air machines can successfully negotiate 
long distances, weather conditions being 
their worst enemy. The Graf Zeppelin 
was covered on its last trip across the 
Atlantic and we believe it it being cover- 
ed abroad on its world cruise. We do 
not know what the attitude of American 
aviation underwriters is toward this form 
of coverage but we do not regard such 
risks as uninsurable. Undoubtedly for- 
eign reinsurers will cover the new big 
German ship if it attempts to fly across 
the Atlantic, but here again we do not 
know what the attitude of other Ameri- 
can underwriters would be.” 

Asked whether the appointment of 
Kenneth M. Lane one of the leading 
aeronautical engineers in the country, 
as head of the aeronautics branch of the 
Department of Commerce having charge 
of examining in details the specifications, 
design, stress analysis and drawings 
submitted by aircraft manufacturers and 
inspection material used in airplane con- 
struction and determining: general flying 
qualities of the planes would have any 
material effect in improving the quality 
of the ships with a corresponding de- 
crease in number of accidents, Mr. 
Roome answered that he had no know- 
ledge as to what effect Mr. Lane’s ap- 
pointment will have on aviation insur- 
ance or on the industry as a whole. 

“The men in charge of the aero branch 
of the Department of Commerce have 
always been very high grade and have 
worked incessantly in the interests of 
the industry and in their efforts to make 
the country air-minded,’ Mr. Roome 
said. “They have also cooperated to the 
fullest extent with the insurance in- 
terests. A closer supervision of pilots 
and the schools turning them out offers 
the best field for lowering the number 
of crashes. Their present requirements 
relating to the construction of aircraft 
and inspection cover this end of the in- 
dustry quite thoroughly.” 





E. G. Richards Dead; 
Was Widely Beloved 


RETIRED N. B. & M. MANAGER 





A Leading Figure in Fire Insurance for 
Many Years; Author of Proposed 
Rating Schedule 





Last Thursday marked the passing of 
one of the most prominent and beloved 
veterans of fire insurance, Ellis Gray 
Richards, retired United States manager 
of the North British & Mercantile. Mr. 
Richards died at his home on West End 
avenue in New York City after an ill- 
ness of several weeks. He was eighty 
years of age. Funeral services were held 
Saturday morning and were attended by 
a large number of insurance men, many 
of them associates of Mr. Richards when 
he was active in the business. Inter- 
ment was at Worcester, Mass., where 
services were held Sunday morning at 
the cemetery. 


A few months over a decade ago Mr. 
Richards retired from his managerial du- 
ties and for several years devoted him- 
self to the compilation of a fire rate 
schedule, known as the experience grad- 
ing and rating schedule, based on aver- 
age fire loss costs. This proposed meth- 
od for fixing fire insurance rates attract- 
ed very wide attention in the business, 
was considered thoroughly by rating 
bodies and company executives, but for 
one reason or another was never adopt- 
ed as a substitute for the schedules now 
in use. 


_ For many years prior to his retirement 
in 1919 Mr. Richards was considered one 
of the best fire insurance executives in 
the country and was popular everywhere 
because of his fine personality. Always 
courteous and gentle-mannered, Mr. 
Richards was a particular friend of 
young men who found him easy to ap- 
proach and a sympathetic listener to 
what they had to say. Many of those 
who now fill high positions of responsi- 
bility gained valuable advice from Mr. 
Richards years ago. His code of honor 
and his principles were of the highest 
type. The death of Mr. Richards re- 
moves from fire insurance a man who 
at all times reflected great credit upon 
the business. 
Career of E. G. Richards 


Born at Worcester, Mass., on Decem- 
ber 16, 1848, Mr. Richards attended the 
city schools and a few years later was 
the head bookkeeper of a manufacturing 
concern. In 1874 he became a clerk in 
the. Boston office of the Commercial 
Union and after a few months there was 
made secretary and surveyor of the 
Worcester County Board of Underwrit- 
ers under the National Board. Fine 
achievements at that post led to Mr. 
Richards being promoted to special 
agent of the Royal and the Pennsylvania 


Fire in 1877. Four years later he went 
with the Queen as a special and took 
an active part in the formation of the 
New England Insurance Exchange in 
1882. 


In 1887 Mr. Richards graduated from 
the field work to become secretary of 
the National Fire of Hartford. He be- 
came a director in 1895 and vice-presi- 
dent and secretary in 1896. On January 
1, 1900, Mr. Richards was made United 
States manager of the North British & 
Mercantile and president of its running 
mate, the North British & Mercantile of 
New York, which subsequently became 
the Mercantile of America. He added 
to this growing fleet later by acquiring 
the Commonwealth of New York and 
the Pennsylvania Fire of Philadelphia, 
being elected president of both these 
companies. 


Outside of his managerial duties Mr. 
Richards was constantly active, seeking 
ways and means to advance the business 
of fire insurance. He was on committees 
of the National Board of Fire Under- 
writers and in 1915-1916 was president 
of that body. Always a keen student 
of fire insurance statistics, rating meth- 
ods and loss adjustments, Mr. Richards 
was responsible largely for getting indi- 
vidual companies to report their classi- 
fied losses to the National Board. Out 
of this grew the actuarial . bureau. 


After his retirement Mr. Richards 
passed a great deal of his time at home 
with his wife who was an invalid for 
many years prior to her death. During 
these years he worked on his own rating 
schedule, formulating a number of rating 
ideas entirely new to the business. Al- 
though his system was not adopted his 
books have been used frequently as ref- 
erence works and have contfibuted 
much to the subject of fire rate making. 

The National Board was represented 
at Mr. Richards’ funeral by Wilfred 
Kurth, president of the Home; Sumner 
Ballard, president of the International; 
Paul L. Haid, president of the America 
Fore Companies; Charles E. Case, as- 
sistant United States manager of the 
North British & Mercantile, and Robert 
P. Barbour, United States manager of 
the Northern Assurance. 





C. G. KEY WITH SOUTHERN FIRE 


Cliff G. Key has been appointed South- 
ern manager for the Southern Fire of 
New York. He has been agency super- 
intendent for the Automobile Insurance 
Co.’s Southern department, having been 
with that company seven years. For a 
number of years he traveled in the South 
for the Liverpool & London & Globe 
and Niagara, covering nearly all of the 
Southern states at various times. For 
the present agents of the Southern de- 
partment of the Southern Fire will re- 
port to New York. 


G. P. GILLETTE WITH TOKIO 


The Tokio Marine & Fire and the 
Standard of New York announce the ap- 
pointment, as of September 1, of George 
P. Gillette, as special agent for the New 
England field, succeeding the late Frank 
L. Owen. Mr. Gillette was formerly with 
the Northwestern National as_ special 
agent for Massachusetts, Connecticut 
and Rhode Island. His headquarters will 
be at 33 Broad street, Boston. 





STANDARD 
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OF NEW YORK 


Head Office: 
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80 John Street, New York 
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AGENTS TO GIVE AWAY AUTO 


Six Cylinder Chevrolet Will Go to 
Holder of Lucky Number at Detroit 
National Association Meetin: 


Some holder of a lucky coupon is go- 
ing to win at the Detroit convention of 
the National Association of Insurance 
Agents, September 10-13, a brand new 
specially built six-cylinder Chevrolet se- 
dan, offered by the Detroit loca! asso- 
ciation as the grand prize of the conven- 
tion. Everyone at the convention, 
whether a member of the National As- 
sociation or not, will be eligible to win 
this automobile prize. 

In addition the convention coinmittee 
will award a special attendance cup to 
the state which shows the largest at- 
tendance in traveled miles, the award to 
be determined on the following basis: 
If California sends five men and New 
York sends fifty, the combined ‘nileage 
of the five Californians will be measured 
against the combined mileage of the fifty 
New Yorkers. Michigan agents are ex- 
cluded from this feature. 


The Michigan Association will award . 


a cash prize to the state which shows 
the largest attendance of its insurance 
fraternity, to be determined when regis- 
trations have closed. 


YATES WITH SOUTHERN FIRE 








Leaves Aetna Fire in Chicago to Be- 
come Vice-President of N. Y. Com- 
pany in St. Louis Office 

Henry A. Yates, who has been assist- 
ant manager of the Western department 
of the Aetna (Fire) in the Chicago of- 
fice, resigns to become vice-president 
and Western manager of the Southern 
Fire of New York in its Western office 
which is located in the Brown Building, 
818 Olive street, St. Louis, Mo. 

Mr. Yates has had an interesting and 
broad experience in the insurance busi- 
ness. After leaving college he started 
with the Illinois Inspection Bureau and 
in 1913 resigned to join the Hartford 
Fire’s staff and for eight years was spe- 
cial agent for that company in Illinois 
and Tennessee, resigning that position to 
become state agent of the Aetna in Illi- 
nois. In 1926 he was brought into the 
Western department as assistant man- 
ager, which position he has held until 
resigning to join the forces of the 
Southern. 





MOVE SOUTHWESTERN DEP’T. 





Niagara and Maryland Depts Removed 
from New York to Dallas in 
America Fore Offices 


Removal of the Southwestern depart 
ment of the Niagara Fire and the Mary- 
land, which recently became part of the 
America Fore Group, to be combined 
with the southwestern offices of that 
group in Dallas, Texas, was announced 
this week. The departments of the com- 
panies arrived in Dallas on Monday, 
August 19. The Dallas offices are at % 
Santa Fe Building. ; 

The announcement stated that this 
joining of the Niagara and the Mary- 
land with the Continental, Jidelity- 
Phenix and other America Fore com 
panies in this southwestern department 
will be complete in all the functions 0 
the companies. 


A. B. WHITE HEADS EXCHANGE 


A. B. White, Jr., former president of 
the West Virginia Association of Insut- 
ance Agents, and now a resident of Los 
Angeles, Cal., has been elected manage 
of the Los Angeles Fire Insurance &* 
change to succeed the late Managtt 
Duncan, who died early this month. Mt 
White, who is one of the holders of the 
Woodworth Memorial of the Nationa 
Association of Insurance Agents, awat® 
ed him in 1925 because of his fine wo 
on behalf of sole agencies in West Vit- 
ginia, sold his agency in Parkersburg, 
W. Va., and moved to Los Angeles [ast 
May. He was very popular among 10 
agents in all parts of the East and they 
now wish him success in his new Po 
and location. 
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Asks Agency Laws 
In Dis’t. of Columbia 


INS. 





BENNETT WRITES SUPT. 





National Ass’n Would Have Congress 
Approve Residence, License, Quali- 
fication Requirements 





In response ot a request from Insur- 
ance Superintendent T. M. Baldwin, Jr., 
of the District of Columbia, Secretary- 
Counsel Walter H. Bennett of the Na- 
tional Association of Insurance Agents 
has written the former his views on resi- 
dent agency laws, licensing of agents and 
qualification of agents. There is now 
pending before Congress a proposed code 
of insurance laws for the District of 
Columbia and Mr. Bennett’s suggestions 
contain amendments designed to protect 
the interests of qualified agents. 


The proposed draft contains a com- 
plete omission of a resident agency law, 
Mr. Bennett writes intentionally omit- 
ted in the so-called model draft adopted 
two years ago by the American Bar As- 
sociation. 

“I am reliably informed that forty- 
four states of the union now have this 
law,” Mr. Bennett states. “The four 
without it are Illinois, Indiana, Nebras- 
ka and New York. I am at a loss to 
understand the reason why the commit- 
tee of the American Bar Association be- 
lieves it to be to the interest of insur- 
ance to have stricken out of the statute 
books of forty-four states the provision 
now there residing which requires appli- 
cants for insurance agents’ licenses to 
be residents of the state. The courts of 
this country, both state and federal, have 
laws as proper, wise and wholesome 
regulations in the interest of the public 
in the matter of insurance. 

‘It is gratifying to note, that to this 
extent at least, you are not in accord 
with the views of the committee, but, on 
the contrary, desire now to have the dis- 
trict bills amended in this behalf. 

The Licensing of Agents 


“In examining this Draft of Statutory 
Provisions I find no reference to the li- 
censing of insurance agents other than 
that contained in Section 21, Chapter 2. 
This section is entitled: ‘Agents—Cer- 
tificate of Authority.’ 

“As I analyze this Section 21 of this 
new insurance code, it provides only that 
companies shall certify a list of names 
to the superintendent who shall record 
them, thereby they become duly author- 
wed agents. No license to any such 
agent appears to be provided or neces- 
sary. 

“I desire to submit that such a provi- 
Sion, or lack of it, in a code of insurance 
'$ entirely out of line with the present 
agent license laws of this country. Every 
State in the Union now vests in the De- 
Partment of Insurance the power of is- 
suing licenses to insurance agents. I am 
altogether unable to understand the rea- 
son for striking out of the statute laws 
of this country that wise and wholesome 
Provision which now authorizes commis- 
‘loners or superintendents of insurance 
'0 issue and cancel licenses to insurance 
agents, 

“Another difficulty in this code lies in 
the fact that while Section 21 provides 
that no person can act as an insurance 
agent unless there is filed by his com- 
pany a so-called ‘certificate of authority’ 

ot him to so act, I am unable to find 
anything in the code which prohibits an 
oe company from doing any and 

- kinds of insurance business without 

€ aid or intermediary of a local agent. 

‘“ other words it is a one way street 

at may result in leading the insurance 
public up a blind alley. 

Qualification of Agents 


Phe So far as I am able to discover, 
a. no provision in this Code of 
vege a Insurance Law for any ele- 
aa Of qualification on the part of per- 

S certified by companies as insurance 





WILL SPEAK AT DETROIT 





Col. Layton, H. P. Dunham, E. R. Hardy, 
Allbert Dodge, J. W. Rose and 
Others on Agents’ Program 
Additional speakers appearing before 
the annual convention of the National 
Association of Insurance Agents at its 
thirty-fourth annual convention at De- 
troit, September 9-13, will include one 
company executive, two insurance com- 
missioners, four representatives of other 
organizations and four National Asso- 

ciation leaders as follows: 

Col. Frank D. Layton, president of the 
National Fire of Hartford and chairman 
of the public relations committee of the 
National Board of Fire Underwriters; 
Howard P. Dunham, insurance commis- 
sioner of Connecticut and president of 
the National Convention of Insurance 
Commissioners, and Charles D. Living- 
ston, insurance commissioner of Michi?- 
gan. 

Secretary Edward R. Hardy, -repre- 
senting the Insurance Institute of Amer- 
ica, Inc.; President Cecil Bethune of 
the Ontario Fire & Casualty Insurance 
Agents’ Association; President W. G. 
Wilson of the National Association of 
Casualty & Surety Agents, and President 
Herbert Cobb Stebbins of the Associa- 
tion of Fire Insurance General Agents. 

Past President George D. Markham 
of the National Association; President 
Albert Dodge of the New York State 
Association; Past President R. W. 
Thompson of the Texas Association, and 
J. W. Rose, past president of the New 
York State Association and a memher of 
the national executive committee. 

These speakers, together with those al- 
ready published, will aprear on the ten- 
tative program to be announced next 
week. At the opening of the convention 
President R. P. DeVan will present the 
administration report, and Executive 
Committee Chairman Clyde B. Smith 
will deliver the keynote address on “The 
Trade Association and Business Develop- 
ment.” 

Colonel Layton will talk on the sub- 
ject of public relations. 





CHARLES H. DOSCHER RESIGNS 

Charles H. Doscher, field secretary of 
the National Association of Insurance 
Agents for the last six years, and well- 
known to local agents in all parts of the 
country, is resigning on September 1. 
He will then take a month’s vacation 
after which he will announce his future 
plans. Mr. Doscher has done excellent 
work in membership campaigns for the 
national and various state associations 
and enjoys wide popularity. He has 
traveled in most states of the country 
and has been a frequent attendant and 
speaker at state conventions and meet- 
ings of local boards. 


R®=GULAR DIVIDEND DECLARED 
Directors of the Importers & Export- 
ers last week declared the regular quar- 
terly dividend of $1 a share (4%), pay- 
able September 1 to stockholders of rec- 
crd August 17. % 








agents. Perhaps the committee on in- 
surance law of the American Bar Asso- 
ciation has proceeded on the old com- 
mon law theory of principal and agent 
and takes the position that an insurance 
company has an inherent right, like any 
other corporation, to appoint any person 
it chooses or pleases as its agent, irre- 
spective of any other interest. 

“The fallacy of this line of reasoning 
is understandable when one reflects that 
insurance is not interstate commerce, al- 
though nationwide in its operation. It is 
not a commodity bought or sold as or- 
dinary merchandise. The policies are 
contracts of indemnity regulated and 
controlled by the laws of the different 
States, because the business is affected 
with a public interest. The liberty of 
contract guaranteed by the fourteenth 
amendment to the Federal Constitution 
is not applicable to insurance as it is to 
the old common law theory of principal 
and agent. Insurance has grown away 
from that.” 


Lord Mayor of Norwich, England, 


Guest of Norwich, Conn., Mayor 


A distinguished visitor to this country 
is Herbert P. Gowen, Lord Mayor of 
Norwich, England, which is the home of 
the Norwich Union Fire and Norwich 
Union Life. In civil life Mr. Gowen is 
associated with the Norwich Union in- 
surance companies. 

The object of the Lord Mayor’s visit 
to this country was to call upon: the 
Mayor of Norwich, Connecticut, Lee Roy 
Robbins, and to present to him the best 
wishes and respects of Norwich, Eng- 
land. 

‘The two mayors came into contact 





LORD MAYOR GOWEN 


when the Lord Mayor of Norwich, Eng- 
land, crossed the border line between 
New York State and New England at 
Vermont. Mr. Gowen came over a new 
bridge across Lake Champlain. He was 
met by Mayor Robbins and a delegation 
of fifteen well-known citizens of Nor- 
wich, Conn., representing the municipal- 
ity, civic organizations, banks, business, 
golf clubs, newspapers and the courts. 
Guests of Insurance Chiefs 

The Britisher had not traveled far in 
Vermont before he congratulated his 
hosts upon the beauty of the scenery and 
spoke of the cordiality of the people of 
America he has met. In New York City 
he had been the guests during several 
evenings of Hart Darlington, United 
States manager of the Norwich Union 
Fire, and H. P. Jackson, president of 
the Norwich Union Indemnity. 

While in Vermont Mayor Gowen vis- 
ited the marble quarries at Pittsford, 
being escorted by ex-Governor Proctor 
of Vermont. From there with the Nor- 
wich (Conn.) party they went to Wil- 
liamstown, Mass., where they spent the 
night. At Williamstown they visited the 
institute of politics now in session and 


of world-wide interest. At luncheon the 
Lord Mayor was the guest of President 
Garfield of Williams College. During the 
afternoon a trip was taken over the fa- 
mous Berkshire trail to Mt. Holyoke, 
where there was a golf game on the 
links of Joseph A. Skinner. They con- 
itnued to Amherst where they saw the 
college. On Tuesday they drove to Nor- 
wich where they were the guests of 
Mayor Robbins, at his home. On Wed- 
nesday the party were guests of the 
Norwich Golf Club, and later of the Nor- 
wich Rotary Club. There followed a 





FRANCIS D. DONOHUE 


drive along the Thames River to the 
United States naval base at New Lon- 
don. After a visit to Hartford Lord 
Mayor Gowen went to Canada. He will 
sail on August 28. 


Norwich Union Agent 


While in Norwich Mayor Gowen met 
the Norwich Union agent, Francis D. 
Donohue. Mr. Donohue was born in 
Norwich, Conn.; attended the public 
schools of the town and later the Nor- 
wich Free Academy. After some expe- 
rience in the business world -he em- 
barked in the insurance business and 
purchased a number of agencies, his of- 
fice growing until it became one of the 
largest in Norwich. Among the agen- 
cies purchased was that of N. Tarrant 

Co., which had continuously repre- 
sented the Norwich Union since 1888. 
The American number of that agency 
is seventeen, which makes it one of the 
oldest representatives in the United 
States of the Norwich Union. 

Another insurance agent of Norwich 
who met Mayor Gowen is James L. 
Case, former president of the National 
Association of Insurance Agents. 








J. F. MORIARTY’S NEW POST 

James F. Moriarty, ‘general agent of 
the Excelsior of Syracuse, has resigned 
this position to take over the western 
New York field for the National Union 
of Pittsburgh. His headquarters will be 
in Rochester. Mr. Moriarty is. one of 
the most popular field men in this part 
of the country and he appointed the 
great majority of the present agents of 
the Excelsior. Vice-President Robert C. 
Hosmer of the Excelsior in a letter to 
agents of the company wishes Mr. Mori- 
arty fine success in his new position. 





NEW ALL RISK AUTO COVER 

The R. A. Fulton Agency, Inc., of New 
York, metropolitan. automobile agent 
for the Germanic Fire, -is issuing a new 
broad form of automobile policy covering 
all hazards that can be written by fire 
companies. , 


BAILEY HEADS BANKERS IND. 

At a meeting of the board of directors 
of the Bankers Indemnity on Wednes- 
day at the home office of the company 
in Newark, C. Weston Bailey, président 
of the American of Newark, was elected 
president and director of the Bankers 
Indemnity, succeeding Charles Niebling, 
who has resigned, but who will remain 
a director. Mr. Niebling’s resignation 
was made necessary on account of in- 
juries sustained in an automobile acci- 
dent several months ago. Mr. Bailey is 
now president of three insurance com- 
panies: the American of Newark, Co- 
lumbia Fire of Dayton, Ohio, and the 
Bankers Indemnity, the last named be- 
ing a member of the American group. 





Ralph Newton of Trenton, N. J., has 
been appointed local agent of the In- 
dustrial for Trenton. 
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Survey Of Porto Rico Shows 
Fewer Losses and Fraud Claims 


Courts Taking Firm Stand Against Illegal Attempts to Collect from 
Companies; Loss Ratio Very High Over Period of Years; 
Valued Policy Law Move is Opposed 





By D. R. CARRION, General Agent, Great American Companies, 
San Juan, Porto Rico 


In a recent talk before the Rotary Club 
at San Juan, Porto Rico, D. R. Carrion, 
general agent for Porto Rico for the 
Great American companies, gave a@ mos: 
interesting talk on fire insurance condi- 
tions on the island, showing the reasons 
for the high loss ratio over a period of 
years, pointing out some of the present 
dangers and citing also some improve- 
ments made in the last year or so. His 
talk follows in part: 


It was in 1919 that I first became 
connected with the Great American and 
took my first uneven steps along the 
road of fire insurance in Porto Rico. A 
road which has not been strewn with 
roses by any manner or means. Com- 
petition among agents locally is, unfor- 
tunately, of such character that it pre- 
cludes the possibility of team-work and 
whole-hearted cooperation, which are so 
essential to the successful underwriting 
of insurance anywhere, and especially in 
Porto Rico where conditions have been 
so unfavorable as to give the island 
what might be vulgarly designated as a 
“scandalous black-eye.” 

Only by concerted action on the part 
of the agents with absolute good faith 
and sincerity can we hope to bring about 
a change in the situation. Saner ethics 
and a better understanding between 
agencies would do much toward raising 
the standard of the business and might 
result in reducing intentional fire waste. 
I should advocate first and foremost a 
vigorous campaign to make people un- 
derstand the true principles of fire in- 
surance and to erase from the public 
mind the false notions and prejudices 
which are proving our greatest handicap. 

Loss Statistics, 1919-1926 

Like railroads, fire insurance com- 
panies still suffer from a certain amount 
of public hostility which is entirely un- 
justified. It is particularly unjustified in 
Porto Rico where the experience of the 
companies over a period of years has 
been little short of disastrous. I want 
toe read to you the statistics compiled for 
the period from 1919 to 1926 for the 
companies now operating in this field: 





Loss 
Fire Incurred Ratio 

Company Premium Losses Jo 
ee Se semen $173,368 $155,844 89 
ee 412,963 198,127 47 
BSS eae: 494,350 840,039 169: 

Royal— 

Includes Lancashire 636,637 474,603 74 
Western ............340,871 353,623 103 
" Coml. Union ...... 356,024 409,818 115 
Phoenix of London. 160,619 231,147 143 
ol eee 658,202 582,523 88 
Norwich Union .... 524,919 477.061 90 
Royal Ex. 1920-26.. 577,523 483,987 83 
P. R. & Amer...... 260,976 119,380 45 
PO ee 491,711 344.763 70 
North Amer. ...... 232,336 100,618 43 
London, 1920-26 . 96,244 84.029 87 
U. S. Fire, 1921-26. 187,324 128,389 68 
Guardian .......... 305.773 179,540 58 
L&Lue&G . 377.210 354.210 93 
i ee, MCE 242.645 234,287 96 
Pf ere 397.863 661.275 166 
National. 1922-26... 172.401 213.139 123 
Un. of Paris....... 155,148 21,794 14 
Great Amer. :..... 308,546 120,117 38 
PO sxcaboses $7,563,553 $6,768,313 90% 


The rates of premium in any terri- 
tory are necessarily predicated uvon the 
experience covering a period of years. 
In the face of this record is it any 
wonder that rates are as high as they 
are in this island? 

Claimants Treated Liberally 

Another erroneous idea that prevails, 
particularly in Porto Rico, is that com- 
panies are prone to beat down claimants 
or deny coverage on the flimsiest techni- 
cality. This is a gross injustice to the 
insurance companies. As a matter of 


fact they positively will’ not countenance 
any action on the part of the agent that 
would be in any way unfair to the as- 
sured. On the contrary, they want the 
assured to have always the benefit of 
the doubt—and he usually gets it. No 
claim is ever contested unless there is 
clear evidence of fraud and certainly the 
companies could not be expected to pay 
losses which have all the earmarks of 
incendiarism or appear crooked in other 
respects, without putting up a struggle 
of some sort. 

Such practice would not only be ruin- 
ous to the company but fatal to the 
morals of the community. Indeed the 
insurance companies have been criti- 
cized by fire marshals and insurance 
commissioners in the continent for being 
too liberal with their settlements. The 
same might be well said of the tendency 
of the companies in Porto Rico. Not 
that I believe the conduct of the com- 
panies with regard to the adjustment 
of losses resultant from the San Felipe 
hurricane would call for criticism one 
way or the other. 

What would have happened in Porto 
Rico after the cyclone of last Septem- 
ber had it not been for the immediate 
relief which the insurance companies 
were able to give in expediting settle- 
ments in every way possible? I refer, 
of course, to the companies regularly 
registered and authorized to do business 
in the island. I understand that some 
difficulty was encountered with respect 


to losses covered by certain organiza- 
tions not entered in Porto Rico. This 
was the misfortune of those who sought 
protection at lower rates outside the 
island. This certainly should not be al- 
lowed to reflect on the splendid spirit 
shown by the companies operating here, 
under license of the superintendent of 
insurance in Porto Rico, and which are 
complying in all respects with the law 
of the land and paying dues and taxes 
to the Government of this island. 

It is the service of the local agencies 
of these companies and their recognized 
status under the law that gives the as- 
sured guaranteed and absolute protec- 
tion in all lawful claims under their 
insurance contracts. Something over 
$3,250,000.00 was paid out by the ad- 
mitted companies for damage as a result 
of the San Felipe hurricane, and these 
adjustments were made with all equity 
afid dispatch. It was the fire insurance 
money that first commenced to circu- 
late and relieve the situation following 
the cyclone. It was mighty fortunate 
that these losses were covered by sol- 
vent, broad-minded insurance organiza- 
tions ready to do their share for the 
public good in times of disaster. Cer- 
tainly they are entitled to the grateful 
appreciation of this community. 
Attempts to Pass Valued Policy Law 

Yet only at the last session of the 
Legislature, not less than sixteen in- 
surance bills were introducéd, most of 
them so radical in character that, had 
they passed, it would have been impos- 
sible for the insurance companies to 


- Operate in this territory. 


I shall discuss only the valued policy 
bill which was sponsored by Senator 
Garcia Mendez. This is one of the ob- 
jectionable measures just referred to. 
While this bill was before the Legisla- 
ture, I had a talk with Senator Garcia 
Mendez in regard to it, and was sur- 
prised to find that he shared to some ex- 
tent, the public clamor antagonistic to 
the so-called “tactics” of the insurance 
companies. He admitted, however, in the 
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same breath, that the number of incen- 
diary fires in this island was alarming, 
and he was offering the valued policy 
bill as a remedy for this evil. !ust by 
what process of reasoning he arrived at 
this conclusion, I was unable to deter- 
mine, but I am satisfied as to ‘is sin- 
cerity and sanity of purpose. He »ointed 
out to me that a number of the States 
have valued policy laws. This is true, 
but these laws were passed many years 
ago when conditions were not wiiat they 
are today, either with regard to the 
standing of the companies or tle ques- 
tion of moral hazard. Some co! these 
laws date back to 1872. 

In Porto Rico the companies rely en- 
tirely on the general agent, who is sup- 
posed to maintain a competent staff of 
sub-agents in the island. The general 
agent however, is directly responsible to 
the company for the business that he 
accepts, and while he may have full con- 
fidence in the judgment of his sub- 
agents, he cannot certify as to the cor- 
rect valuation of any property without 
a personal inspection. Let us suppose 
that an agent in Maricao o Las Marias 
should send in an application for a 
valued policy upon a house for $5,000. 
Before the agent could undertake to 
write a valued: policy for that amount, 
he would have to send a technical man 
to the place where the property is lo- 
cated (or go there himself), to ascer- 
tain whether the valuation is correct. 

Chances are that the risk would not 
be accepted, but even if the policy is 
written for the amount requested the 
commission on the premium involved 
would not begin to pay the expense in- 
curred in examining the risk. If we had 
the maps and the organization that the 
companies have in the States, it would 
be a different thing, but with our equip- 
ment it would be absolutely imprac- 
ticable to. attempt to write a valued 
policy in this island, even if the com- 
panies were willing to write the insur- 
ance in that form in Porto Rico, which 
they certainly would not consider under 
any circumstances. 

In the fact of the extraordinary record 
of fire losses in this island and of the 
exceedingly unsatisfactory experience of 
the insurance companies in this terri- 
tory over a period of years, I do not 
believe that it would take much to con- 
vince us of the inadvisability of writing 
valued insurance in this island. 

Fire Frequency Improved 

It must be admitted that of late the 
fire frequency in Porto Rico is showing 
a marked improvement. This must be 
attributed in no small measure to the 
commendable attitude of the Insular 
Courts in the last year or so with regard 
to fraudulent losses. 

Certainly, the enactment of a valued 
policy law at a time when there seems 
to be a rift in the gloom that has en- 
shrouded the insurance situation 1 
Porto Rico all these years would be 
about the worst thing that could happen. 

What we need here is not a law that 
would be an incentive to arson and tend 
to demoralize still more the deplorable 
condition that has prevailed in tie past. 
We need constructive legislation to cor- 
rect the evils that have been responsible 
for this state of affairs; and we nee 
above all the good will and cooyeration 
of all right-thinking citizens free from 
bias and idle prejudices. That the time 
may come when fire insurance com- 
panies may be looked upon and regarded 
in Porto Rico not egotistical, .noney- 
making institutions, but as potential and 
indispensable factors in the life an 
commercial development of the com- 
munity. Of course, a spirit of good-fel- 
lowship and mutual confidence an 
respect between the agents is e sential 
to the attainment of this end. 


FIREMAN’S FUND GROW7H 

The Fireman’s Fund showed large 
gains in its assets during the first half of 
the current year in its semi-annua’ state- 
ment. Much of this increase resul!s from 
additions made to the company’s caph 
tal stock. Policyholders’ surplus is now 
$19,042,000 as against $13,662,939. 
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Romantic History of 
The Fireman’s Fund 


BEAUTIFUL VOLUME ISSUED 


Growth of Company and of City of San 
Francisco Since Days of the Gold 
Rush Pioneers 





A well-written and profusely illustrated 
history of the Fireman’s Fund of San 
Francisco has just been written by Frank 
M. Todd. In addition to recording the 
development of the company itself the 
book also deals with the history of San 
Francisco itself from the days of the 
pioneers until the present time. Stories 
are recorded of the five big fires doing 
damage of $20,000,000 with no insurance 
being carried occurring in 1849-1851. 

The Fireman’s Fund was organized on 
May 3, 1863, and the name was derived 
from the fact that an agreement was 
made to donate one-tenth of the com- 
pany’s profits to the San Francisco Fire 
Department Charitable Fund. This. ob- 
ligation was later settled with the pay- 
ment of a lump sum. J. B. Levison, 
now president of the company, joined 
in 1890 when the Fireman’s Fund took 
over the Anglo-Nevada Assurance. Mr. 
Levison was the marine secretary of the 
latter company. 

The most romantic part of the Fire- 
man’s Fund history naturally revolves 
around its recovery from the San Fran- 
cisco disaster of April, 1906. During the 
thirty-three years that David J. Staples 
was president of the company, from 1867 
to 1900, it had grown from a sectional 
insurer to a nation-wide company. Presi- 
dent Staples retired on the first of Janu- 
ary, 1900, and died in April of the same 
year. He was succeeded as president 
by William J. Dutton, who had entered 
the employ of the company technically 
as marine clerk, but actually head of a 
one-man marine department at the out- 
set in 1867. 

At the end of 1905 the Fireman’s Fund 
had assets of $7,232,522. After the three- 
day fire had swept San Francisco from 
April 18-21, 1906, the company’s home 
office and records were gone and it 
owed to policyholders $11,175,916. Over 
sixty pages of this history of 260 pages 
are devoted to the San Francisco fire 
losses and the subsequent rehabilitation 
of the company. 

Action Taken After Fire 

Following the fire a number of the 
officers and employes met at the home 
of Second Vice-president Levison, which 
had not been destroyed. Mr. Levison is 
now president of the company. The first 
action was to call back the quarterly 
dividend to stockholders that had been 
mailed on April 18. 

3ad as the outlook was after the dis- 
aster it was darkened by messages from 
the East stating that policyholders were 
cancelling their policies and asking for 
a return of the unearned premium. In 
this crisis President Dutton devised the 
bold idea of forming a new company, 
the Firemen’s Fund Insurance Corpora- 
tion, with a $1,000,000 capital, and a like 
surplus to reinsure the unburned risks 
of the old company, stop the concella- 
tions, save the agency plant and the 
going business and leave the old com- 
pany free to deal with the San Fran- 
cisco losses. After some opposition this 
scheme went through, many of the di- 
rectors subscribing on notes, as they had 
lost all their available money. The 
policyholders in the new company had 
no fear, therefore, of losing as there was 
no liability attached because of the San 
Francisco fire. 

Total subscriptions to the stock of the 
new company came to about 8,200 shares 
at $200 a share. Business was com- 
menced on May 19, 1906. A reinsurance 
contract was drawn up between the new 
company and the new _ corporation 
whereby the corporation took over the 
unburned business in San Francisco and 
elsewhere. 

As far as the old company was con- 
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cerned it was considered dead and it 
was hoped that the executors mig! pay 
75 cents on the dollar on the San Fran- 
cisco losses. But in August of tha: year 
there came to President Dutton and 
Vice-president Levison the idea that the 
old company might in some way be re- 
habilitated. Proofs of loss were ac:umu- 
lating so fast that the officers saw the 
futility of further hoping for a settle- 
ment on the basis of 75 cents «n the 
dollar. 
Rehabilitation Proposals - 


At a meeting of directors on August 
9, a proposal was made that the Fire- 
man’s Fund stockholders be assessed 
$300 a share, $100 to be collecied in 
cash and the paid-up stock of the Fire- 
men’s Fund Corporation to be trans- 
ferred and merged back into the old 
company. 

A few days later a plan was offered 
to claimants through the Policy Hold- 
ers’ League containing the above-men- 
tioned recommendation and in addition 
that the losses be settled by paying one 
half in gold and one half in fully paid 
shares of the Fireman’s Fund, par value 
$100, taken at a valuation of $500 a 
share; that all claimants whose policies 
did not exceed $1,000 be paid in full in 
cash and that claimants whose policies 
exceeded $1,000 and did not become a 
party to the agreement would be paid 
50% in cash, 25% in six months and 25% 
in twelve months. 


A mass meeting of about 1,000 policy- 
holders was held at the Calvary Pres- 
byterian Church on August 17. Fred- 
erick W. Dohrmann, a leading citizen, 
presided. A committee of claimants was 
appointed to work with the insurance 
company and the rehabiliation of the 
Fireman’s Fund was on its way. Settle- 
ments were promised with over 5,500 
claimants on the basis of proposals al- 
ready outlined. 


Vice-president Faymonville undertook 
to collect 100% from the company’s re- 
insurers. President Dutton had the task 
of collecting the $300 assessments, and 
the campaign to obtain policyholders’ 
signatures to the aereement was as- 
sumed by Vice-president Levison. Pay- 
ments of losses on policies of the Home 
Fire & Marine and the Pacific Under- 
writers were also involved in this gen- 
eral settlement. There were some frau- 
dulent claims presented but they were 
few. 

On September 12, 1906, the first pay- 
ments were made in cash on the basis 
of 20% of each claim. 

We quote herewith extracts from the 
story: 

Unsigned Claims Reduced 

“At the meeting of September 26 it 
had been reported that signatures of the 
agreement were in hand from, claimants 
representing $6,500,000 out of $9,%00,000 
of adjusted losses; that claimants repre- 
senting another half million might be 
expected to sign; and that representa- 
tives of $4,500,000 were still to be inter- 
viewed. By November 5, the unsigned 
claims had been reduced to $1,000,000. 

“The advisory committee of claimants, 
which had been meeting frequently an 
studying the progress of affairs al 
through the preceding month, and which 
after a searching investigation of the 
company’s ability to pay had urged the 
policyholders to accept the plan ani sign, 
now informed the directors that in their 
opinion rehabilitation was assured, an 
it was time to levy the assessment 0 
$300 a share: 

“This was actually done on November 
7. At the same meeting the executive 
officers were authorized to make another 
payment to policy holders of 30% of 
their claims, as soon as there was cash 
available. 

“Four days later President Dutton, a 
companied by Attorney Eells, departe' 
for the Atlantic Coast to interview the 
eastern shareholders, especially in Hart- 
ford, where about a third of the stock 
was held. Here an attorney and «@ spe 
cial agent were appointed and arrange 
ments made for collecting the assess 


(Continued on Page 26) 
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High Hopes Held For 
New Auto Conference 


INTEREST RUNNING VERY: HIGH 





Some Leading Members of Present Con- 
ference Fear General Breakup of 
Current Parleys Fail 





Although the special committee of fire 
company executives working upon plans 
for a new and more comprehensive na- 
tional automobile underwriters’ organi- 
zation or bureau is not holding general 
meetings during the summer weeks 
when many members are on vacation, 
interest if the proposition has by no 
means lessened. Automobile underwrit- 
ers are fervently wishing for a success- 
ful outcome of the negotiations now go- 
ing on, especially those underwriters for 
companies belonging to the present Na- 
tional Conference., The opinion is ex- 
pressed by many that present conditions 
cannot continue as they are and that 
there will be withdrawals from confer- 
ence ranks if the contemplated organiza- 
tion fails to materialize. 

The feeling in automobile insurance 
circles is that, despite some of the 
changes in rates and policies approved 
by the national and sectional confer- 
ences, the organization companies are 
severely handicapped in their ability to 
compete with independent insurers. 
While few persons express the wish that 
the field be thrown wide open to com- 
petition of forms, commissions, rates and 
whatever may be used as a sales in- 
ducement, they do contend forcefully 
that an intolerable situation exists when 
one group of companies is bound by 
rules and regulations of a restrictive na- 
ture and others are free to take advan- 
tage of these self-imposed sacrifices. 

Unrest Being Held in Check 


Goaded by inroads made in their busi- 
ness by non-board companies, underwrit- 
ers of a number of conference insurers, 
are far from being in a happy frame of 
mind because the conference committees 
will not endorse what they consider to 
be progressive steps to be taken as an 
offset to the offers made the insuring 
public by the independent companies. 
There are frequent complaints being 
heard of reactionary decisions by confer- 
ence committees. Yet the present wide- 
spread unrest is being held in check 
pending the outcome of the present at- 
tempt to form an automobile insurance 
organization which shall be truly repre- 
sentative of the whole business and not 
act unintentionally for the benefit largely 
of those who remain outside its ranks. 

Just as the Eastern Underwriters’ As- 
sociation came into being after a long 
series of conferences some of which de- 
veloped strong differences of opinion, so 
it is believed that before the present 
year is over the various factions among 
automobile insurers will harmonize their 
conflicting views to the extent that they 
will all give support to a new organi- 
zation. The ultimate good of the busi- 
ness will undoubtedly rise above the nat- 
ural eagerness for temporary gain, which 
would come to those companies refusing 
absolutely to join any co-operative move- 
ment. Failure of these ‘conferences now 
being carried on is the forerunner of 
wide open warfare automobilewise, many 
of those in a position to know say. 

Views of One Company Group 


The America Fore Companies in their 
company publication, the “Auto-graph,” 
express this earnest hope for the success 
of the conferences: 

“The special committees of chief ex- 
ecutives charged with preparing plans 
for a complete reorganization of the 
automobile conferences are devoting a 
great deal of time and thought to the 
work of ironing out the many important 
problems which must be settled before 
the new organization can be effectively 
started. It is hoped that a countrywide 


and greatly strengthened membership 


can be lined up which will commence to 
function in the near future, and at the 
same time it is essential that such vital 
problems of the automobile business as 
broader coverages in the handling of fi- 
nance business, promulgation of mod- 
ernized and uniform forms, and the 
adoption of simplified, uniform and rea- 
sonable rates must be decided upon be- 
fore the groundwork of the new struc- 
ture is erected. Agents, companies and 
car owners should benefit materially 
when the contemplated plans of the new 
organization can be satisfactorily worked 
out.’ 





GET REDUCED RAIL RATES 





National Association of Insurance Agents 
Members Allowed Special Rates to 
Detroit Meeting 
The National Association of Insurance 
Agents is distributing to its members re- 
duced rate railroad fare certificates for 
use to and from the annual convention 
to be helf at Detroit on September 10- 
13 inclusive. The railroads have granted 
a fare and one-half rate for the round 
trip to Detroit from any part of the 
country. Headquarters of the conven- 
tion will be at the Book-Cadillac Hotel. 
Citing some of the problems of local 
agents which will come up for considera- 
tion at Detroit, Secretary-Counsel Wal- 
ter H. Bennett of the National Associa- 

tion lists these: 


“Are your commissions to be regulated 
by law or insurance commissioners’ rul- 
ings, and regulated downward ? 

“Is the curtailment of acquisition costs 
to be applied to agents first? 

“Are lines of insurance producing sub- 
stantial premium units to be regained or 
further lost? 

“Is the agency system to be supplant- 
ed by some other means of production? 

“Are the agents of the United States 
prepared to make a stand for the sta- 
bilization of the business in the interest 
of the present producers? 

“Is the overhead writing principle to 
be maintained, modified or abandoned ? 

“Are agents to unite in justifying their 
position on a service to the public basis ?” 





FIRE PREVENTION MEETING 

The annual meeting of the Missouri 
State Fire Prevention Association will be 
held in the Hotel Tiger, Columbia, Sep- 
tember 18 and 19 





the asking. 


I enclose 2c. for postage. 


NAME 


“Just What I Wanted” 


—writes a practical insurance manager, afte: 
receiving a John Hancock Home Budget Sheet 


Any business man will appreciate our Budget. 
and so will his wife, if she is interested in the 
financial management of the home. 


The John Hancock Monthly Budget Sheet pre- 
sents clearly the division of expenses, includin: 
recreation, savings, and Insurance, and afford: 
definite assistance to both men and women in 
the management of income and home expenses. 


YOUR Monthly Budget Sheet will be sent for 


LiFE INSURANCE COMPANY 


OF BOSTON, MASSACHUSETTS 
Inquiry Bureau: 197 Clarendon Street, BOSTON, MASS. 


Please send me a FREE copy of the John Hancock Home Budget Sheet. 





ADDRESS 














NEW NEWARK AGENCY 
Hebberill & Co. is the name of a new 
insurance firm which is being formed in 
Newark and which will do a general 


insurance business. Oscar G. Hebberill, 
formerly an industrial insurance agent 
and F. Harlock Jenson, realtor, will con- 
stitute the members of the new concern. 





WOMAN ON RICHMOND BOARD 
The Goode & Saunders agency of 
Richmond has been admitted to member- 
ship in the local board. The item 1s 
of more than passing interest because It 
is the first time in the history of the 
board that a woman has been affiliated 
with it, one of the members of the 
agency being Miss Daisy T. Goode. 








175 West Jackson Blvd. 
Chicago 





Cagle 
British Dominions 
Insurance Company Dimited 


149 William Street 


Underwriting Service Throughout The United States 


WESTERN DEPARTMENT PACIFIC COAST DEPARTMENT 
108 





of Doudor, England 


It believes in maintaining the splendid traditions of the old English fire insurance 
companies in this country for the prompt payment of losses, be they small or large. 


It believes in modern present day underwriting methods and ideas. 
It believes in the local agent and considers him the bulwark of the business. 
And it practices what it believes in. | 


FRED S. JAMES & CO. 


United States Managers 


Star 


New York, N. Y. 


Sansome Street 
San Francisco 
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Dreher on Strategies 
Of Selling Insurance 


HELPING AGENTS TQ SUCCEED 





Boston and Old Colony Advertising 
Manager Writes Illustrated Article 
For “Commercial Art” 





Ray C. Dreher, clever artist and talent- 
ed advertising manager of the Boston 
and Old Colony insurance companies, has 
contributed an article on the advertis- 
ing methods of his companies together 
with illustrations of his own modernistic 
insurance artwork to the August issue 
of “Commercial Art,” one of the finest 
and most attractive advertising journals. 
Mr. Dreher tells how insurance company 
rates, policy forms, adjustment methods, 
etc, are alike for all companies and as 
there can be, therefore, no real compe- 
tition along those lines, a company seek- 
ing to offer something in addition gener- 
ally seeks to accomplish this through 
sales promotion service. 

“However, any company offering a real 
sales promotion service to insurance 
agents,” writes Mr. Dreher, “enabling 
them to sell more insurance, gains a 
superior standing and value in the opin- 
ion of the insurance agent, and that com- 
pany can offset to a great extent the 


“personal partisanship for other compa- 


nies and receive increased business for 
sound business reasons. 

“The Boston and Old Colony insurance 
companies decided to meet competition 
for their agency business with exclusive 
forms of assistance based upon sound 
business principles. 

““The Accelerator,’ our monthly maga- 
zine, is one of the actual vehicles of ser- 
vice that he offer our agents. They rec- 
ognize in its careful preparation many 
suggestions for increasing their income. 
And no wonder—each issue is heavy with 
sturdy helps. We insist that each spe- 
cial article be worthy of publication; that 
each selling hint be unusually practic- 
able; that each newspaper advertisement, 
each sales letter and each window display 
compel attention. 

Agents’ Advertising Prepared With Care 

“We organized an advertising depart- 
ment for the single purpose of helping 
our agents to solve efficiently his pub- 
licity and sales problems. Agents’ ad- 
vertising is prepared with the care and 
thought that would be accorded a com- 
pany advertising nationally by an ex- 
clusive advertising agency. We have no 
set maicrial. Each agency’s problem is 
Studie’, and by doing this we are able 
to individualize the advertising. Our ad- 
Vertising department is ready to supply 
ideas, copy, layouts or whatever is de- 
sired for newspaper or direct-mail ad- 
vertising. This enables our agents to 
build up their business by the use of 
advertising without the time and expense 
which would be involved if they were 
to handic the details themselves. 

‘A highly important influence in the 
building up by insurance agents of their 
> can be credited to the cleverness 
‘he advertising folders that they issue. 
or our part, we spare no effort and 





a in making the folder a powerful 
a r ible means of building business. 
od Producing these special folders for our 
ge 


‘nts, we subordinate our companies’ 
names so that they have all the value 
and punch of locally-printed material. To 
make these folders more effective we 
St letters to go with them. 

a. i aroused by our adver- 
a campaign in insurance trade jour- 
nals, appealing to the insurance agents 
Rep ag of exclusive forms of as- 
Stance for building business on sound 
Principles, has been remarkable.” 


MADE CALEDONIAN SPECIAL 


cial a, Stuart has been appointed spe- 
Cal im effective September 1, for the 
edonian for West Virginia. Maryland, 
or and the District of Columbia. 
ai by 4: 1s an experienced field man 
cad ul tor the time being continue his 
acquarters at Parkersburg, W. Va. 
























































Ri ERYVEIEWED 
A PROSPECE ~~ 


OON after Paris was promised the fair 
Helen by Venus, he sailed for Greece to claim his 
reward. She was quite willing to grant an inter- 
> view to this charming young warrior, and ap- 
parently the interview was a grand success, for 
“she eloped with Paris, leaving her husband and 


her native heath with little ado, and no adieu. 


ARIS sailed to Greece with a purpose. His visit was not exactly 
a social call. So with Home Special Agents; theirs are not social calls 
but business interviews, with one dominant purpose in mind. To dis- 
seminate new ideas, to help you with your underwriting problems, to 
supplement,your efforts in selling some particular client or prospect 
...to represent the Home and present its services to you. 


4 NEW YORK 


Cash Capital $18,000,000. 
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Financial Gains of Companies 


First Six Months of 1929 Show Insurance Companies Have Made Big 
Increases in Assets; Stock Prices Have Not Kept Pace 


With This, Says J. K. Rice, Jr., & Co. 


The 


of those 


semi-annual financial statements 
insurance companies which 
have been published to date, clearly in- 
dicate a banner half year for most of 
the leading companies, according to 
figures prepared by J. K. Rice, Jr., & Co. 
Following are the increases in assets 
for the first six months of 1929, as com- 
pared with the increases for the entire 
year of 1928, as taken from the state- 
ments available. It illustrates the grow- 
ing nature of this business. 


discounted this factor,” says J. K. Rice, 
Jr., & Co. “The insurance stocks, as a 
group, are selling on the average only 
slightly above the quotations of Decem- 
ber 31, 1928, while other groups, such 
as the banks, public utilities, coppers 
and railroads, are from 25% to 40% 
higher. Other kinds of business and in- 
dustries often suffer from new processes 
and trade variations, which result in 
staggering losses from large inventories, 
but the insurance business is compara- 
tively free from such hazard. 


ASSETS INCREASE INCREASE 
June 30th Six Months Entire Year 
1929 1929 1928 
mee Ao 556 SSREK Skee eRe peaches eee $ 39,446,733 $ 3,452,306 $ 4,392,943 
NE Re cr ee ey 0 eaten o 63,749,917 4,084,014 (3)6,133,719 
PER SERGE Occ ke cates Ghee eek Gan eR oe 396,846,956 15,230,623 42,869,674 
ren SPOON nook vd aii nceke ciemne sien nix 24,489,495 1,202,179 1,403,329 
Gn DUNNE nisin ccdeicaseshenedercks 9,998,074 1,027,279 2,404,029 
TE ioscan Soka stias eeclas sek takaskion 2,408,798 110,389 225,407 
ee ee WOME): cs Salsas ea Gen ec catetnes 7,623,308 395,713 958,246 
UNNI | 54 ort Ne ininrcpaiare Rta ee Wine RO ee 97,379,524 5,724,044 10,188,413 
PE RE ri hone Career ck ers 78,946,542 6,081,511 9,838,207 
Det ue CUES Soon Use Gos enics eee waane 40,334,604 675,952 1,090,586 
rr ee re ree 39,846,805 (1)5,442,848 836,095 
IE IPRS Fo hc nine Katto histo ee Caan nn 4 aos cine 21,972,781 (2)9,026,347 853,643 
NE IGE oak owrasir nics wacene Ses noebuxexe 21,558,930 2,499,320 (4)5,038,290 
NN NR ni canes harkaisee ds Oe Une Widmer 4,405,755 374,741 (5) 1,846,892 
Seren Geen DOCU Sia cen cceuw be ces 22.016,629 886,538 2,264,444 
EE ONE Sac so css vicletinee ho Fae oe Sains 105,011,638 2,214,346 6,891,959 
BR EE Oe a eee 1,737,458 202,062 (6) 798,733 
Renee “Meaty TO.) 35 costo pense sass ees 48,177,246 1,072,576 2.710,234 
ee eee SRIE DD ooo nc as cowie eecka Wena 45,008,041 2,474,879 (7) 14,747,965 
NRE OMNOEL. oko s aoe cone ne es uo aeons 6,961,551 857,282 1,743,032 
PraveGemie Wi OEE os bo oo5 5 n0 6.50.0 8: dns bso 25,422.604 2,936,287 3,631,273 
SA Sa Sea Gane orem 33.672.544 1,454.947 2,486,412 
Controlled throveh capital increases: (1) $5.000.000; (2) $8,000,000; (3) $2,500,000; (4) 
$1,750,000; (5) $1,000,000; (6) $500,000; (7) $5,000,000, 


“Although great sums have been 
added to the assets and surplus of these 
companies through iftreases in value of 
security portfolios. the market prices of 
insurance stocks do not seem to have 











“To the investor who purchases with 
a view to building up income, we could 
not give sounder advice than to recom- 
mend an investment in some of the 
leading companies in this field.” 











Semi-Annual Statements of Three Com- 
panies in Groups Show Fine In- 
creases in Assets——Surplus 
The National Liberty shows total as- 
se‘s as of January 1, 1929, of $42,533,162, 
and as of July 1, 1929, $45,008,041, or an 
increase for the first six months of 1929 
of $2,474,879. Surplus to policyholders 
has increased by $2,741,279 after pay- 
ment of dividends now amounts to $33,- 

322,875. 

An idea of the measure of progress 
made by the National Liberty during 
the last five and one-half years can be 
gained by a comparison of total assets 
which were $14,189,226 on January 1, 
1925, and $45,008,041 on July 1, 1929, an 
increase of $30,818,814. 

The Baltimore American of New York 
shows total assets as of January 1, 1929, 
of $8,970,794, and as of July 1, 1929, $9,- 
998,074, or an increase for the first six 
months of 1929 of $1,027,280. The sur- 
plus to policyholders has increased by 
$1,051,337, after payment of dividend, and 
now amounts to $7,472,135. 

The People’s National Fire of Dela- 
ware shows total assets as of January 
1, 1929, of $6,104,268, and as of July 1, 
1929, $6,961,551, or an increase for the 
first six months of 1929 of $857,282. The 
surplus to policyholders has increased by 
$872,303, after payment of dividend and 
now amounts to $5,018,056. 





OVERASSESSMENT RETURNED 


The Insurance Co. of North America 


has been given a refund of $176,478 by’ 


the Bureau of Internal Revenue for over- 
assessment of income. 


Fireman’s Fund 


(Continued from Page 22) 


ment. Collections were on the whole en- 
couraging, although there was some in- 
evitable delinquency and more or less 
delay, owing to the fact that stockhold- 
ers were scattered. 

“The second installment of 30% of 
adjusted losses, was paid, starting on 
November 27, which made 50% in cash. 
Signing of policy holders went on apace, 
and by the middle of December all had 
signed but those representing about 
$750,000. Reinsurance to the extent of 
$1,200,000 had been collected, $750,000 
had been killed by offsets, and Vice- 
president Faymonville believed another 
$900,000 was certain. 

Capital Stock Increased 


“The signing of policyholders on the 
compromise agreement had reached a 
point where it was evident that more 
stock would be necessary to carry out 
the company’s part, so a special meeting 
of stockholders was called for January 
10, 1907, to vote on an increase of the 
capital from $1,000,000 to $1,600,000. 

“Meantime McLaren, Goode & Com- 
pany, accountants, had been _ investi- 
gating the affairs of the company and 
their report was so favorable as to en- 
courage the Policy Holders’ Advisory 
Committee to urge a cash payment to 
claimants of 64%. 

“Accordingly President Dutton sent 
out on March 12 a circular letter to loss 
claimants asking them to turn in their 
policies and receive the additional 644%. 

“How have those policyholders fared 


who accepted the plan of compromise 
that revived the old company, and who 
took advantage of stock subscription 
rights as shareholders and have held 
their stock? Twenty-two years after the 
disaster an analysis was made to dis- 
close the position of such stockholders. 
The showing is remarkable among fi- 
nancial operations. 


How Claimants and Shareholders 
Have Fared 


“A claimant with a policy for, say 
$10,000, received 5644% in cash, or $5,650, 
and ten shares of stock representing the 
unpaid balance of $4,350. 

In other words, the total dividends 
received together with the present value 
of the stock amount to $22,628 against 
an original investment (amount of un- 
paid loss) of $4,350 plus two cash in- 
vestments of $1,500 and $1,987 respec- 
tively. This brings the actual invest- 
ment up to $7,837 and if the usual in- 
terest is added it will be seen that there 
is still a handsome credit balance left. 

“The final outcome to shareholders 
who honorably and at great sacrifice 
paid their assessment should go hand 
in hand with the statement showing how 
the stockholder-policyholder fared. 

“A stockholder who had, say, ten 
shares, paid an assessments of $3,000 on 
account of the San Francisco conflagra- 
tion. F 

“The market value of these 133 shares 
was in April, 1928, $16,093. 

“The total dividends received plus the 
value of the stock, amounted to $19,284. 

“The assessment of $3,000 together 
with the purchase price of additional 
shares, $3,487 amounted to $6,487. 

“The value of the stock just before 
the fire was $425 per share or ten shares, 
$4,250. 

“Tt is evident, therefore, that with the 
usual interest added, from an actual and 
practical business point of view, the 
shareholder who paid his assessment has 
come out with a generous profit.” 





Frankfort-General 
(Continued from Page 1) 
Leipziger of Aix-la-Chappelle, Allge- 
maine of Berne, Switzerland; Berlin 


Frankfurter General of Berlin; Deutsche 
Life of Berlin; Frankfort Life; Ham- 
monia General of Hamburg; Helios Gen- 
eral Re. of Frankfort; Intag Phoebus 
of Berlin; Karlsruhe Life of Karlsruhe; 
Renten Anstalt Life of Darmstadt, and 
United Berlin and Prussian Life of Ber- 
lin. There was also a close tie-up be- 
tween the Frankfort General and the 
Germania of Santiago, Chile. The AIl- 
lianz, one of the greatest German com- 
panies, is also reported to have a large 
participation in the Germania. 

The Frankfort General has also a 
close tie-up with the Frankona Re. of 
Berlin, and has several representatives 
in the Frankona’s board. 

Socialists Busy 

Recently, there has been much talk in 
Germany about socialization of insurance 
because fleets have been growing so 
large. There has been an epidemic of 
buying of one insurance company by an- 
other and of mergers. This has given 
the Socialists a talking point in assert- 
ing that if fleets of this size can be run 
by private business concerns the state 
might as well take over the whole busi- 
ness and conduct the companies them- 
selves and reduce “the acquisition cost” 
which in the final analysis, the Social- 
ists say, the public has to pay. 

The belief in New York is that the 
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LEGAL NOTICE 


I, Albert Conway, Superintendent of !nsurance 
of the State of New York, hereby certify pyr. 
suant to law, that The Twin City Fire Insyr. 
ance Company of Minneapolis, Minn., is duly 
licensed to transact business in this State ang 
in its statement filed for the year ended De 
cember 31, 1928, shows the following condition; 

Aggregate amount of admitted 

pe Sere pbaanuris $1,396,492.07 
Aggregate amount of Liabilities 








(except Capital and Surplus) 

including reinsurance........ 512,204.62 
Amount of actual paid-up 

COME: Goicueeevamhaee ceases 560,000 00 
Surplus over all liabilities..... 394,287.45 


Amount of Income for the year 1,328,325.94 
Amount of Disbursements for 
the year 1,443,065.16 


eee eee eee eee ee 








LEGAL NOTICE 


I, Albert Conway, Superintendent of Insurance 
of the State of New York, hereby certify pur- 
suant to law, that the Northwestern Fire and 
Marine Insurance Company of Minneapolis, Min- 
nesota, is duly licensed to transact business in 
this state and in its statement filed for the year 
ended December 31, 1928, shows the following 
condition: 











ted 
wait Guia < 06 asteicke eas eae $2,240,388.19 
Aggregate amount of Liabilities 


(except Capital and Surplus) 

including reinsurance........ 1,333,798.90 
Amount of actual paid-up 

RNIN: 5s. 05 do pe wtdensecedee 500,000.00 


Surplus over all liabilities.... 406,589.29 
Amount of Income for the year 7,403,006.93 
Amount of Disbursements for 

the year 7,292,060.41 





VIGOROUS 





Great American 
Indemnity Company 


New Pork 


I eCattsy and 


Casualty 
Surety Bonds 


Insurance 





collapse was precipitated by the recent 
developments in the New York stock 
market which somewhat affected contl- 
nental European markets. When values 
went down here there was a sympathet- 
ic decline in Germany of securities. 
The Frankfort General was in this 
country until about the time of the wat. 
It particularly did a large casualty bust 
ness here, having a United States de 
partment. : 
Failure of the Frankfort General 
laid chiefly to over-extended operations 
in the short term money markets an 
long term capital investments. These 1 
vestments, outside of insurance under- 
writing, have suffered heavy losses. 
Following the collapse of the Frank- 
fort General, the Southwest ‘zermat 
Bank at Frankfort has stopped all pay” 
ments and its youthful director, Sieé 
fried Sauerbrey, has disappeared. Sauet- 
brey was a protege of George Baker, 
director of the insurance compary. 





GUARDIAN LIFE 





* Established 1860 Under the Laws of the State of New York 





17-23 John Street, New York 
CORtlandt 8300 





MANAGERS 
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INSURANCE CO. aio 





Home Office, 50 Union Square, New York City 
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Uptown 





420 Lexington Ave.—LEXington 6715 
245 Fifth Ave.—ASHland 1772 - 
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Missouri Will Fight 
For Seven Year Refund 
THOMPSON WARNS COMPANIES 





Insurance Dep’t Head Says He Will 
Take Steps to Compel Refunds 
Prior to February 1, 1928 





The State of Missouri proposes to 
fight to the last legal ditch to compel 
the stock insurance companies writing 
fire, hail, windstorm and lightning insur- 
ance in the state to make a refund of 
10% on all premiums collected since No- 
vember 15, 1922. 


Superintendent of Insurance Joseph B. 
Thompson revealed the state’s position 
on the question of refunds prior to Feb- 
ruary 1, 1928, in a formal notice served 
on the companies August 15. The su- 
perintendent told the companies that the 
state will take prompt action to compel 
the payment of refunds prior to Febru- 
ary 1, 1928, unless the 10% of excess 
premiums are paid back to the policy- 
holders voluntarily. 


In all 114 companies apparently are 
subject to the refunds between Novem- 
ber 15, 1922, and February 1, 1928, under 
the terms of a stimulation entered into 
with the Missouri Insurance Department 
in the early stages of the efforts of For- 
‘mer Superintendent of Insurance Ben C. 
Hyde to effect a reduction in the Mis- 
souri rates. This stipulation has been 
construed by a special United States 
Court of three judges at Kansas City to 
be advance acceptance of any reduction 
finally sustained by a court of last re- 
sort and apnlicable to all classifications 
and risks alike. 

This agreement made it unnecessary 
for Superintendent Hyde to take the 
final legal step to make his order effec- 
tive so far as those companies are con- 
cerned, but the stipulation does not bind 
forty-one other companies that were 
parties to the original rate litigation 
nor the thirty-six companies that have 
entered Missouri since November 15, 
1922, As the last two groups the Fed- 
eral jurists regard February 1, 1928, as 
the effective date of Hyde’s order and 
that date has also been recognized by 
the Missouri Inspection Bureau and the 
members of that organization in placing 
the 10° lower rates into effect. The 
companies propose to make refunds since 
February 1, 1928. 


Claims Companies Are Using Trickery 


Superintendent Thompson charged 
August 15-that the companies through 
the form of receipt for the refunds since 
February 1, 1928, which they are asking 
policyho! lers to sign, are attempting to 
jeopardize the rights of the insurance 
buyers to obtain refunds prior to that 
ate. Ina letter sent to the Subscrib- 
ers Actuarial Committee of Chicago, 
representing practically all of the insur- 
_ compamles operating in Missouri. 

ompson demanded that the form of 
receipt be changed immediately as the 
Present one is unsatisfactory. 


mare. panies in accepting the 10% 
oe in rates as effective on Feb- 
. 7 1, 1928, did so under protest and 


at time announced they would re- 
sist any 


effort to 
of force refunds as far 


as November 15, 1922. 


oll letter sent to Waterworth and 
ee y, Managers of the Missouri Inspec- 
te Superintendent Thompson 
"omar ed that the companies which are 
: rs of that bureau make the 10% 
15 1922's from and after November 
that a it Te informed the bureau heads 
taily =e such action is taken volun- 
nia a 7 take such action as the 
This cna to compel such refund.” 
tia Was in answer to the com- 
of AL Bon from the bureau under date 
ae : announcing that the com- 
effect ogi d put the lower rates into 
fet cin. ONE and make refunds from 
‘ ter February 1, 1928. 

€ refunds from February 1, 1928 


amount to about $4,00,000. while upwards 
of $11,000,000 in involved in the period 
prior to that date. 


The receipt which the Subscribers’ Ac- 
tuarial Committee is endeavoring to get 


- Missouri policyholders to sign is for “the 


full amount due me on account. of 10% 
reduction in rate upon fire, lightning, 
hail and windstorm insurance ordered by 
the State Insurance Department of the 
State of Missouri October 9, 1922, and 
designated to apply as of February 1, 
1928.” 

Superintendent Thompson contends 
that this trick receipt is designated to 
deprive the policyholders of their legal 
claims for refunds prior to February 1, 
1928, and is so prepared as to indicate 
that the Missouri Insurance Department 
had designated February 1, 1928, as the 
effective date for the order whereas it 


was actually volunteered by the compa- 
nies. He says that the Missouri Depart- 
ment has not and will not designate Feb- 
ruary 1, 1928, as the effective date. The 
department has always held November 
15, 1922, to be the date of the reduction 
at least so far as the 114 companies that 
signed the stipulation of 1922 are con- 
cerned. 


Superintendent of Insurance Joseph 
B. Thompson of Missouri has been in- 
formed by the Subscribers’ Actuarial 
Committee that the form of receipt that 
had been prepared for use in refunding 
excess premiums collected on fire, hail, 
windstorm and lightning insurance since 
February 1, 1928, was not intended to be 
a waiver by the policyholders of any 
claim they might possess for refunds 
prior to February 1, 1928. The com- 
mittee in a telegram to Superintendent 
Thompson said that the companies would 


remedy any defect in the form of re- 
ceipt by entering into a stipulation with 
the insurance department that the re- 
ciepts would not serve as a release of 
claims for refunds back to November 15, 
1922, the date the department contends 
Hyde’s 10% reduction order became ef- 
fective. 





BOSTON FIRE PREMIUMS 
In the Boston area, the companies 
leading the field in premium income for 
the first six months of 1929 include the 
following : 





1929 1928 
Weer on i carota deuce $113,852 $112,287 
RN S24. dace keenae waees 85,745 73,143 
 eete rar ere 85,331 82,662 
Ins. Co. of N. A 77,011 63,552 
i er Pree 75,660 68,500 
Great American ........ 72,469 75,922 
Nat'l, Conn. ..... 71,205 75.680 
Hartford Fire ... 69,499 97,090 
L. €-%..&6 63,348 77,400 
Comtinemtel oo i.scccccces 56,216 59,706 














SAN FRANCISCO 


401 CALIFORNIA STREET 
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NEW YORK 


72 BEAVER STREET 








HIS is what we mean by agency co-operation: On Tuesday afternoon, 

July 2, $1,000,000 fire started in Mill Valley, California. On Wednes- 
day morning, July 3, a general officer of our Companies, at the head of a 
staff of trained men, opened adjusting headquarters in a Mill Valley store 
building. For four days and four nights — while the flames swept through 
the nearby mountain canyons and threatened to wipe out the business 
district and neighboring towns as well—the work of checking, set- 
tling and paying losses went on. On Saturday, July 6, the last claim 
had been paid and the temporary office closed. Our companies were 
interested in losses involving property values amounting to approximately 
$200,000. ({ This is the sort of co-operation that has given our Companies 
a position of leadership in thousands of offices throughout the country. 


FIREMAN’S FUND 
Insurance Company 


FIREMAN’S FUND INSURANCE COMPANY + HOME FIRE @> MARINE INSURANCE 
COMPANY OF CALIFORNIA ¢ OCCIDENTAL INSURANCE COMPANY 
OCCIDENTAL INDEMNITY COMPANY 


BOSTON 


10 POSTOFFICE SQUARE 


CHICAGO 


33 SO. CLARK STREET 


ATLANTA 


HURT BUILDING 
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Fire Association’s 
National Advertising 


IN “SATURDAY EVENING POST” 


Text of Advertisements Will Feature 
Prestige of Company Over More 
Than One Hundred Years 


The Fire Association fleet of Philadel- 
phia, comprising the Fire Association, 
Reliance, Victory and Constitution In- 
demnity, is now distributing to its agents 
the country over reprints of the first 
five advertisements to appear in the com- 


panies’ national campaign through the 
columns of the “Saturday Evening Post.” 
These messages to the public will feature 
the long and honorable history of the 
company and its policy of prompt and 
full payments of claims with a minimum 
of quibbling over settlements. 

These “Saturday Evening Post” adver- 
tisements will be two columns wide, run- 
ning the full depth of a page. The heads 
on all of them emphasize the prestige 
and honor of the Fire Association com- 
panies rather than financial strength. The 
heads, printed in large and attractive 
bold face type read as follows: “It Is 
the Policy Behind the Policy That 
Counts”; “A Fire Insurance Policy in 
Force for 106 Years in This Company”; 
“Fire Association Prestige Has Attracted 
the Finest Type of Agents for Genera- 
tions”; “Nothing Was Left But the Hon- 
or, Yet the Losses Were Paid in Full” 
—this advertisement describes the actions 
of the trustees of the companies in put- 
ting up their own funds to pay the enor- 
mous claims arising out of the great fire 
of 1850 in Philadelphia and “The Com- 
pany That Insured Independence Hall.” 

In its notice to its agents the Fire 
Association says: 

Fine Record of the Fleet 

“The Fire Association fleet is in the 
fortunate position of having a record 
which few if any other companies can 
match. In addition to its long and hon- 
orable history of prompt and full pay- 
ment of claims, it is known the country 
over for settlement without quibbling. 

“You will notice that we propose to 
emphasize these points because such a 
message will give the public a real rea- 
son for preferring to do business with 
you and us. 

“We are also fortunate in that we can 
truthfully say that representatives of the 
Fire Association fleet are men of the 
highest type and marked ability, with 
a standing in their communities which 
has earned them the confidence of the 
public. 

“To turn this advertising to your own 
advantage let the people in your locality 
know that you are a representative of 
the Fire Association fleet. Mention this 
fact in your own local advertising and 
write us for advertising mats which we 
will furnish free of charge. 

“Co-operation—team work—is the se- 
cret of success in modern business.” 





OVERCOME BY FUMES 

Five firemen were reported to have 
been slightly affected by fumes and 
brownish smoke or gas, thrown off 
from burning photographic film, or 
plates, in a fire in the filing room of the 
Griswold Studio, second floor of the 
Martin Brown Mercantile Building, 
Fourth street and Broadway, in Louis- 
ville, Ky. The firemen worked in gas 
masks and shifts, with ropes attached 
to them in entering the studio. Photog- 
raphers held that the film fumes were 
not poisonous as in the case of the X- 
ray films in the Cleveland disaster, and 
Major J. H. Adams, chief of the fire 
department, held to the belief that the 
fumes were not poisonous, but that his 
men had to work fast to keep from 
being overcome. 





S. K. Frayser has resigned as manager 
of the insurance department of the Guar- 
anty Trust Co. of Richmond to become 
Virginia special agent for the Milwaukee 
Mechanics, of the Firemen’s group. 


VIRGINIA RATE BRIEF 


Counsel For the Fire Companies Ridi- 
cule State’s Position on Inclusion 
Of Investment Profits 

In their final brief filed in the Virginia 
fire rate matter pending before the state 
corporation commission, Samuel W. 
Zimmer of Petersburg and Jordan 
Leake of Richmond, counsel for the 
companies, ridicule the position taken by 
Braden Vandeventer, of Norfolk, counsel 
for the state. 

Referring to his proposal to reduce fire 
premiums 18.92%, or approximately 


$2,000,000 annually, they question the 
authority of the commission to deal with 
profits from the banking or investment 
end of the business and attack the con- 
tention of the state that the companies 
are entitled to earn only 8% on their 
financial structures, including capital and 
surplus. 

It is the contention of the companies 
that the legislature of 1928 refused to 
accept in important particulars the re- 
port of the Chandler commission which 
sought to give the corporation commis- 
sion authority over earnings from in- 
vestments, and repudiated a provision of 
the original rate bill authorizing the com- 
mission to consider them in fixing rates. 


— 


GRANITE STATE IN CANADA 

The Granite State of Portsmouth, V. 
H., has been licensed to wriie fire, 
sprinkler leakage, tornado and limited 
explosions risks in Canada. e Gran- 
ite State is controlled by tke New 
Hampshire Fire. In Canada the com. 
pany’s operations will be handled in the 
Insurance Exchange Building in Mop. 
treal with the offices of the New Hamp. 
shire of which R. de Grandpre is man- 
ager. 





PUBLIC FIRE APPOINTMENT 

W. J. Snyder & Co. have been ap. 
pointed agents for the Public Fire, New- 
ark, in Philadelphia. 
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a Hartford Agent? 


* Color pages in the Saturday 
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CORROON & REYNOLDS FLEET 
EXTENDING COUNTRY-WIDE SERVICE AND PROTECTION 


DECEMBER 31ST, 1928, STATEMENTS 


AMERICAN EQUITABLE ASSURANCE COMPANY OF NEW YORK 
Liabilities 


Assets 
310,099,162.29 $3,394,266.51 


*Net Resources 
6,704,895.78 
BRONX FIRE INSURANCE COMPANY OF THE CITY OF NEW YORK 


Capital 
$2,000,000.00 





LONG ISLAND FIRE INSURANCE COMPANY 
Assets Liabilities Capital *Net Resources 
$408,637.14 $42,532.38 $200,000.00 $366,124.76 


MERCHANTS AND MANUFACTURERS FIRE — SS COMPANY 







































92 WILLIAM STREET 








RK, N. J. (Chartered 
$4,889,591.12 $755,197.32 $1,000,000.00 $4,134,393.80 $5,774,475.31 $1,291,847.16 _— $1,000,000.00 $4,482,628.15 
BROOKLYN FIRE INSURANCE COMPANY cr ee COMPANY 
#5,762,813.80 $1,293,331.77 $1,000,000.00 $4,469,482.03 $2,922,000.19 $927,051.01 $1,000,000.00 $1,994,949.18 
GLOBE INSURANCE COMPANY OF AMERICA REPUBLIC FIRE INSURANCE COMPANY 
PITTSBURGH, PA. on 1862) PITTSBURGH, PA. (Incorporated 1871) 
$2,258,430.77 $813,552.56 $512 $1,444,878.21 $4,076,176.31 $1,040,535.31 $1,000,000.00 $3,035,641.00 
SYLVANIA INSURANCE COMPANY 
KNICKERBOCKER INSURANCE COMPANY OF NEW YORK PHILADELPHIA, PA. 
$5,034,363.88 $2,255,641.18 $1,000,000.00 $2,778,722.70 $5,327,783.03 $758,805.07 $1,500,000.00 $4,568,977.96 


*Net Resources, being aggregate of Capital, Net Surplus and Voluntary Reserves. 
CLASSES OF INSURANCE WRITTEN 


FIRE, AUTOMOBILE, EXPLOSION, RIOT, CIVIL COMMOTION, TORNADO AND WINDSTO SPRINKLER LEAKA' E AND OCCUPANCY, PROFITS, 
LEASEHOLD AND ERAL MERCHANDISE’ FLOATERS. suai 


GEN 
CORROON & REYNOLDS 
INCORPORATED 


MANAGER NEW YORK CITY, N. Y. 
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Inflammability of Mixed Gases 
Studied by Federal Government 


The results of numerous experiments 
made on the inflammability of gas mix- 
tures consisting of methane, hydrogen, 
carbon monoxide, nitrogen and carbon 
dioxide, combined in varying proportions, 
has just been. made public by the United 
States Bureau of Mines, Department of 
Commerce. Data were obtained relative 
to the extinctive action of nitrogen and 


carbon dioxide on each of the three com- 
bustible gases, methane, hydrogen and 
carbon monoxide, and tables were pre- 
pared whereby the inflammable limits 
of each of these combustibles, when 
mixed with various proportions ‘of inert 
gases (nitrogen and carbon dioxide) can 
at once be obtained. By the use of these 
data. and the application of Le Chatelier’s 
law for the calculation of the limits of 
inflammability when two or more com- 
bustibles are present it is possible to cal- 
culate the limits of inflammability of 
any gas mixture containing any or all 
of these gases and in any given propor- 
tion. 

Mine fire gases vary greatly in compo- 
sition, states G. W. Jones in Technical 
Paper 450, “Inflammability of Mixed 
Gases,” just published. Some do not con- 
tain enough combustibles to produce an 
inflammable mixture when mixed with 
air, whereas others may be inflammable 
over wide limits. In general, each mine- 
fire should be investigated separately and 
the atmosphere sampled from day to day 
after it has been sealed. Definite infor- 
mation may be obtained by taking a rep- 
resentative sample of the mine-fire at- 
mosphere every day or two, analyzing 
this sample, and then calculating its in- 
flammability by the method given; in ad- 
dition, determine within what oxygen 
limits the atmosphere is inflammable. 
When these oxygen limits have been de- 
termined, the oxygen content of the at- 
mosphere should be kept well below the 
oxygen content found to render the mix- 
ture inflammable. 


Fire Gases Vary in Combustibility 


High percentages of methane raise the 
percentage of oxygen required to propa- 
gate flame, while high percentages of 
carbon monoxide and hydrogen lower the 
oxygen required. In general, mine-fire 
gases may vary in composition from 
those that are non-inflammable to those 
that have very wide inflammable limits. 

When explosives are detonated in 
mines, gases consisting largely of car- 
bon dioxide, nitrogen, carbon monoxide, 
hydrogen and methane are produced. The 
amount of combustibles (carbon monox- 
ide, hydrogen and methane) produced 
depends largely on the ratio of com- 
bustibles to oxygen-producing constitu- 
ents in the explosive, or the “oxygen 
balance” of the explosive. 

Under most conditions explosives, 
particularly those used in metal mining, 
produce such a small proportion of com- 
bustible gases in comparison with the 
proportion of the inert gases, carbon di- 
oxide and nitrogen, that the gases are 
non-inflammable. In coal mines if the 
coal that is being broken down liberates 
very little methane the resultant gases 
may or may not be inflammable, depend- 
ing on the type of explosive used. An 


explosive, however, that does not liber-' 


ate enough combustible gases to be in- 
flammable may, if used in a gassy coal 
bed, become inflammable because of the 
liberation of additional methane from 
the coal broken down. 

The data obtained show that automo- 
bile exhaust gas at ordinary tempera-- 
tures are inflammable when the air-fuel 
ratio is below about 11.75 and suggest 
the possibility of eliminating the toxic 
gas, carbon monoxide, from automobile 
exhaust gas for rather rich carburetor 
adjustments by the addition of air to the 
exhaust in the proportions given. 

Tests Made on Autos 


However, tests made on a, great num- 


ber of automobiles and trucks by the 
Bureau of Mines showed that the aver- 
age carburetor adjustment gave an air- 
fuel ratio of 12.5 pounds of air to one of 
gas. With the advancement in carbu- 
retor design since these tests were made 
it is very probable that the average au- 
tomobile adjustment is higher than this 
value. It is thus seen that for the av- 
erage automobile or truck the exhaust 
gas in non-inflammable at ordinary tem- 
peratures. Preheating the admitted air 
or utilizing the sensible heat in the ex- 
haust gases might possibly exterid the in- 
flammable area to some extent and thus 
widen the area of inflammability. 

The gases resulting from mine explo- 
sions vary over wide ranges of com- 
position and each particular case will 
be different. An extensive coal-dust ex- 
plosion usually results in a large excess 
of combustibles, so that the extent of 
the combustion processes are limited 
largely by the amount of oxygen pres- 
ent. The gases under these conditions 
consist of very little oxygen, some car- 
bon dioxide, rather large amounts of car- 
bon monoxide, methane and hydrogen 
and large amounts of nitrogen. 

Although no check determinations have 
been made on gases other than those 
listed, the data should be equally applic- 
able to many others. The explosibility 
of producer gas should be quite accurate- 
ly calculated from the data given. This 
gas contains some unsaturated hydro- 
carbons, largely ethylene, but as the ex- 
tinctive action of nitrogen and carbon 
dioxide on producer gas has not been 
investigated it is necessary in the cal- 
culations to consider the nitrogen and 
carbon dioxide in the mixture in con- 
nection with the other combustible gas- 
es of which the extinctive effect has 
been determined. In a similar manner 
illuminating gas containing rather large 
proportions of nitrogen and carbon di- 
oxide should be fairly closely calculated 
from the data given. As for producer 
gas, the inerts should be considered with 
either the hydrogen, carbon monoxide or 
methane and the inflammable limits de- 
termined as previously described. 

Copies of Technical Paper 450, “In- 
flammability of Mixed Gases,” may be 
obtained from the Superintendent of 
Documents, Government Printing Office, 
Washington, D. C., at a price of ten 
cents. 





DROP OLD COMPANIES 


Eugene Whittington & Co., Oklahoma 
City, have created lots of talk in that 
city by giving up some of the fire com- 
panies which they have had for years 
and taking on several higher commission 
companies. They have also issued a 
statement about increased expenses mak- 
ing higher commissions necessary. 





ENERGETIC 


Great American 
Indemnity Company 
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Insurance 


SWISS VS. GERMAN REINSURANCE 


How Situation Now Stands, According 
to One of the British Insurance 
Newspapers 


“The Review” of London prints the 
following interesting paragraph relative 
to Swiss and German reinsurance: 

“The backbone of the reinsurance mar- 
ket proper consists unquestionably of the 
German and Swiss companies. Before 
the war the largest purely reinsurance 
company was the Munich, but now the 
greatest individual company is Swiss Re- 
insurance of Zurich, which in 1928 had 
a gross premium income of fr.310,000,- 
000, while the Munich Re. in 1927-28 had 


but Rm.197,000,000. The German rein- 


surance market is, however, considerably 
greater than the Swiss market, which 
consists of but six companies. As a na- 
tional group the purely reinsurance com- 
panies in Germany, therefore, lead with 
a total gross premium income in 1927 
of Rm.504,000,000 as against a total gross 
premium income of fr.448,503,179 with the 
six Swiss companies. It is especially in- 
teresting to note that whereas the Swiss 
companies as a group increased their 
gross premium income by fr.36,000,000 
from 1926 to 1927, the German companies 
are reported to have increased their 
gross premium in the same period by 
25%, or about Rm.100,000,000. This is 
taken as indicating that Germany is 
working busily to reconquer her former 
strong hold on reinsurance. The Munich 
Re. was alone responsible for Rm.60,000,- 
000 of that increase.” 





RICHMOND CAPITAL INCREASE 


The New York Insurance Department 
has approved the increase in the capital 
stock of the Richmond of New York 
from $500,000 to $1,000,000. The increase 
was effected by a $300,000 stock divi- 
dend and the sale of $200,000 of new 
capital stock at $100 par. Following this 
the par value was reduced to $10 a share 
so that the capital now consists of 
100,000 shares of $10 par value. 





ST. LOUIS ADJUSTER MOVES 

Neil E. Wood well known St. Louis 
adjuster has taken over the independent 
adjustment office formerly operated by 
T. A. Morrey on the seventh floor of 
the Pierce building, St. Louis. Wood 
adjusts for companies in fire, automo- 
bile and casualty insurance claims. 








J. Campbell Haywood 
ADJUSTER 
for STATE of CONNECTICUT 
Wide Experience Prompt Service 
Moderate Charges 
Tel. 221-4 Washington 
Warren, Conn. Cornwall Bridge P. O. 





——. 
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INSURANCE OFFICE, LIMIT) 


FOUNDED 1710 
United States Branch 
55 Fifth Ave. New ‘ork 
Western Department 
Wrigley Bldg., 410 N. Michigan Ave. 
Chicago 
Pacific Department 


N. W. Cor. Sansome and Sacramen:o Sts. 
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307 FOURTH AVENUE 


LOGUE BROS. & CO., Inc. 


INSURANCE 
HARRY C. FRY, Jr., President 


PITTSBURGH 











INSURANCE STOCKS 
FRANK L. BROKAW & C0. 


Frank L. Brokaw 
Howard C. Hill 


149 BROADWAY, NEW YORK 
Barclay 2720 


PPI 


Incorporated 


Walter J. Nichols 
Stockton Cranmer 














THE HANOVER 


FIRE INSURANCE COMPANY 


Continuously in business since 1852 


Charles W. Higley, President 


HOME OFFICE 
Hanover Building 
34 Pine St., 
New York City 


Howie, Jarvis & Wright, Inc., 
General Agents 


Metropolitan District 
99 John Street, New York 


——— 
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O. J. PRIOR, President 


INCORPORATED 1868 


The Standard Fire Insurance Co. 


OF NEW JERSEY 
TRENTON, N. J. 


W. M. CROZER, Secreiary 
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Defends Instalment Premiums 


Frank A. Hewitt, Pittsburgh Agent, Contends Partial Payments Make 
Insurance Easier to Buy and to Sell; Cuts Cost of 
Cancellations and Collections 


Fronk A. Hewitt, of Hewitt & Diggs, 
one of the leading insurance agencies of 
Pittsburgh, made a clear presentation of 
the advantages of the instalment payment 
plan for insurance agents in a talk he 
gave this week before the.annual conven- 
tion of the Pennsylvania Association of 
Insurance Agents meeting at Altoona, 
Pa. In the first place Mr. Hewitt, whose 
agency has gained experience with instal- 
ment premiums through its own Insurance 
Premium Finance Co., says that partial 
payments of premiums makes insurance 
easier [0 buy and therefore easier to sell. 

In addition Mr. Hewitt contends that 
the finance system reduces the expenses 
of an agency by cutting the costs of can- 
cellations and attempts at collections. 
Every agency now is faced with a credit 
evil, he says, for collections are not on a 
scientific basis such as they are under a 
time payment contract. Mr. Hewitt’s in- 
teresting defense of this system follows: 

Instalment payments—time payments 


' -monthly payments—deferred payments 


—by whatever term called, represent 
nothing but extended credit and credit 
has been extended throughout the en- 
tire history of commerce. The instal- 
ment payment plans in use today sim- 
ply systematize the extension of credit 
by guiding it along a definite and pre- 
determined path that is mutually satis- 
factory to buyer and seller alike, at the 
same time giving to the seller a security 
not enjoyed under open account prac- 
tice, i. e., the legal retention of title until 
the completion of payment. 

It seems to me that logical reasoning 
would lead us to the conclusion there 
must be some advantage in an instalment 
payment plan. 

Let us analyze the situation from our 
standpoint. Generally speaking, we 
aren’t using time payment plans to any 
great exicnt in the insurance business. 
Does the use of these plans in ‘other 
lines have any effect upon our business? 
If it does, then we must feel it in added 
sales resistance and increased collection 
troubles. Do we? I think so. 

Easy to Pay—Easy to Sell 


_If Mr. jones’ monthly obligations for 
time payment purchases have mortgaged 
all but $19 or $15 of his monthly sur- 
plus it isn't going to be easy for him to 
figure how he can pay your $50 or $60 
for insurance on a “cash in thirty or 
sixty days’” basis. If he can’t figure 
ow he can pay easy, he can’t be sold 
easy. That is sales resistance—and, gen- 
tlemen, that “easy to pay, easy to sell” 
idea is the foundation of time payment 
success. Ji breaks down sales resistance 
and with resistance broken down, so to 
speak, in so many other lines, it follows 
that we find it pyramided against us. 
Easy or not let’s suppose you do sell 
him. What happens? ‘There isn’t a 
chance of your getting all your premium 
in thirty or sixty days. The best you 
hg hope for is the $10 or $15 a month 
€ has unpledged and you aren’t likely 
0 get it ail. It is far more likely that 
€ will try to accumulate the whole pre- 
mum before he pays you anything. You 
oa the story. You don’t do much 
ri it the first thirty days or maybe 
: € first sixty. Then you write or phone 
T call upon him—maybe all three. 
ine you get part of it—maybe you 
mt. But there isn’t any maybe about 
: -OSting you money and you must 
“p it up until you have collected the 
Payment, 
wh om you have been doing all that, 
at has happened? The time payment 
definite agreement on a 
€ basis for the purchaser has 


ellow w;j 
workable je 


been getting his money according to 
schedule without a great deal of fuss. 
Mr. Jones pays those obligations be- 
cause he entered ‘into a mutually satis- 
factory agreement to do so and because 
he has something to lose if he doesn’t. 
He has made a down payment and has 
at least some equity in the commodity 
purchased. You with your open account 
do the waiting. 
Open Accounts Now Run for Months 


Some agents say they desire to keep 
the insurance business on a high level— 
not let it sink to a monthly payment 
business. If there is anything to be 
ashamed of in a monthly payment busi- 
ness we better not discuss it, for we 
are in it right now to a distressing ex- 
tent. Distressing because we are stand- 
ing the cost instead of the debtor and 
because we are handling it on the loosest 
kind of a business basis. Part payments 
On open accounts which are allowed to 
run for several months differ from in- 
stalment payments only in their irregu- 
larity and cost of handling. 

Who is wrong? Is everyone out of 
step but us? 

Let us consider the effect of a time 
payment plan if used in our business. 
First, what would we like the effect to 
be? Increased profits of course, but 
that is a little too broad. To increase 
profits it must increase sales or reduce 
costs or both. 

If the “easy to pay, easy to sell” idea 
in other lines creates sales resistancé for 
us, its adoption in our business will at 
least remove that resistance and place 
us on an equal footing with other sell- 
ers. 

Did you ever fail in an attempt to sell 
the time payment purchaser of 2 car 
P. L. & P. D. insurance? Was it be- 
cause he didn’t think he needed the pro- 
tection—or was it because of money? 
Don’t you think you might have sold 
him on a basis of $5 or $6 a month? 
I can imagine some of you saying, “we 
don’t try to sell those fellows.” Then 
make it possible for them to buy and 
increase your sales. That is what gave 
the automobile salesman his edge. 

You don’t try to sell a prospect any 
form of insurance unless you think he 
needs it. You aren’t poor salesman, but 
you do fail sometimes and if you could 
always determine the reason, I am sure 
you would find the thought, “how am I 
going to pay for it?” the barrier you 
failed to scale. “Easy to pay, easy to 
sell” isn’t a myth! 

Don’t you think you could increase 
your business if you could say to a cus- 
tomer or prospect, “I have a plan that 
will make it possible for you to have ‘all 
your policies expire on the same date so 
you won’t have to think about them but 
once a year and under which you can 
pay the total premium in equal monthly 
instalments, so you won’t have a big bill 
some month when you least expect it.” 
Think that over, Mr. Agent. Think of 
the possibility of adding a needed line 
here and there while working up such 
a-plan. That at least is something new 
and new attractions are worth money to 
live wire salesmen. 

If it be true, and it is, that many 
firms buy their trucks and automobiles 
on the time payment plan as a business 
economy, does it not follow that insur- 
ance on the same basis would appeal to 
them? 

How can we say that an instalment 
payment plan has no place in our busi- 
ness when it has proven so very suc- 
cessful in many other lines? 

Reduces Costs of Business 

Now, how can an instalment payment 
plan reduce costs in our business? 

To me this is the most interesting and 
important phase of the subject. An in- 


_ chronic complaint. 


stalment payment plan in the insurance 
business may or may not be in the pub- 
lic interest—it may or may not increase 
sales. You can call these hypothetical 
equations, but there is nothing hypothet- 
ical about certain costs in our business 
which an instalment plan, if used, will 
reduce. 

Having been interested in a fair sized 
general agency for the past four years, 
it has been my privilege to observe many 


‘agents and brokers—the little producers 


and the big ones. I have seen them come 
and go—succeed and fail—and through 
all my experience I do not recall a sin- 
gle one who didn’t say, “Collections are 
rotten,” nearly every time I talked shop 
with him. That is our universal and 
Heaven knows it is 
too often justified. 

The right instalment plan would go a 
long way toward correcting the collec- 
tion evil-and reducing its cost to proper 
proportions. Yet during my short ex- 
perience in financing the payment of 
insurance premiums, I have found what 
looks like another universal phrase— 
“We'll use it if our customers ask for 
es 

Do you think they are going to ask for 
it as long as you will let them get away 
with four, six, eight months or even a 
year on open accounts? 

What makes it necessary to suspend 
agencies—close them—even sell them out 
at times? Nothing but poorly managed 
collections, nine times out of ten. The 
public doesn’t need a time payment plan 
half as badly as we do. 

A good instalment plan will prove a 
boon to us if we have the abdominal 
stamina to demand cash in thirty days or 
the time payment plan. You have got 
to sell the idea to your customers as a 
fair and equitable proposition and as the 
only way in which you can extend credit 
and still make a fair profit. 

Now let’s get back to specific ways 
of reducing costs by an instalment plan. 

Cutting Cancellation Expenses 


It will reduce the costs of flat cancel- 
lation for non-payment because the 
down payment will guarantee a short 
rate earned premium on every policy 
financed. If you think that isn’t a leak 
in your business, get out your pencil. Di- 
vide your total operation costs by the 
number of policies written. That will 
give you cost per policy. Now multiply 
that by the number of flat cancellations, 
and you have a very conservative esti- 
mate of your flat cancellation cost. When 
you consider the cost of getting the pol- 
icy back—figuring the return premium— 
running it through your books you 
might be nearer the truth if you doubled 
that amount. 

It will reduce the cost of registered 
cancellation notices for the policy will 
be held as collateral available for can- 
cellation if necessary. 

It will reduce the cost of collection let- 
ters on open accounts, because you don’t 
have to make the collections under the 
proper finance plan. The finance com- 
pany attends to that detail. 

It will reduce the cost of bad debt 
losses, because there won’t be any losses 
when your earned premiums are secured 
by a down payment and adequate un- 
earned premiums as collateral security. 

It will reduce the loss you suffer on 
invested capital tied up in delinquent ac- 
counts. If you can’t invest it at 6%, you 
need advice. 

Greater than all these savings is the 
reduction in your own lost time on per- 
sonal collections. I wonder if you real- 
ize what that loss is. I venture the as- 
sertion that the average agent spends at 
least 20% of his time collecting. If he 
works eight hours a day that means one 
hour and a half on collections. Now, 
let us say he earns $3,000 a year. Twen- 
ty per cent. of that is $600—add to that 
what he might have earned had he spent 
that time selling and you have an ap- 
proximate idea of what he is losing. Of 
course you aren’t $3,000 men, therefore 
your loss is greater. 

Finance Company Controlled by Agents 


On the assumption that there may be 


A 


something worth while for us in the time 
payment idea, what sort of vehicle 
should we use to carry it into practice? 

We have three main factors to con- 
sider—the companies—the insurance 
buyer—and ourselves as the seller. I feel 
quite certain that the companies really 
do not want to shoulder this detail if 
they can help it, for the finance business 
is a business in itself—and a big busi- 
ness. We aren’t very keen about their 
mixing in it either if I feel the agent’s 
pulse correctly, so let’s consider the 
buyer and ourselves. 

The buyer can be interested in but 
two phases of it—he wants reasonable 
cost and fair treatment. He asks no 
more. But, as I said before, don’t think 
for a minute that he is going to ask you 
anything about it as long as you will let 
him take his time without any cost to 
him. You must have the courage to put 
your own house in order—extend credit 
only on a business basis without refer- 
a to what an unwise competitor may 

O. 

Now—what do we want? We want 
complete control of our clientele—we 
want the debtor to pay the cost of ex- 
tended credit—we want our premiums 
when or before they are due our com- 
panies. We want our commission then, 
too, not in dribbles as monthly payments 
are made. We want to be relieved of the 
monthly collections—and yet if our cli- 
ent falls down on his agreement we want 
the privilege of trying to save the busi- 
ness before drastic action is taken—and 
we want the privilege of paying his bal- 
ance and putting him back on open ac- 
count on our own books, if we deem it 
expedient. 

If that is correct, there is but one an- 
Swer in my opinion. An independent 
finance organization controlled by in- 
surance agents. 


e 





COUNTY ASKS AGENTS’ HELP 

Arthur Burkett, Burkett & Lewis in- 
Surance agency, Oklahoma City, was 
commissioned by R. V. Carlson and Wal- 
ter S. DeGraffenreid, county commis- 
Sioners, to make a check on insurance 
rates being charged the county and to 
work out a program of fire protection 
for its properties. The commission was 
granted when Burkett discovered a 
lower rate than had been offered the 
county for insuring the poor farm was 
applicable. Burkett recently wrote a 
policy for $12,000 on the hospital build- 
ing at the poor farm. 





E. W. HOOVER WITH TRUST CO. 


Appointment of E. W. Hoover as 
manager of the insurance department of 
the Security Trust Co. of Indianapolis 
has been announced. Mr. Hoover has 
had a wide experience in the insurance 
business in Indiana for the last ten 
years. With F. A. Tedford in 1924 he 
formed a partnership in Lafayette, Ind., 
under the name of the Mitchell Agency, 
Inc. The partners bought two of the 
leading agencies and incorporated them 
in the business. In 1926 he was ap- 
pointed joint state agent for Indiana of 
the Royal and Newark insurance com- 
panies. He resigned two years later to 
take a similar position with the Fire- 
man’s Fund insurance group. 


, 





JONES YORKSHIRE SPECIAL 

William J. Jones, Jr., has been ap- 
pointed special agent for the Yorkshire, 
the London & Provincial, the Seaboard 
and the Yorkshire Indemnity for the 
Philadelphia and Philadelphia suburban 
territories. Mr. Jones will have his 
headquarters in Philadelphia. 





FRENCH COS. DISSOLVED 


The insurance and reinsurance com- 
pany Les Assureurs Frangais has been 
dissolved by the French authorities, as 
the assets were insufficient. The Patri- 
cien Francais also has been dissolved 
and in this case there is a deficit of 
1,000,000 francs. 
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MARINE & AUTOMOBILE 











Two Steel Oil Barges 
Explode On Ohio River 


ACETYLENE TORCHES USED 





Flames in Both Cases Ignited Oil Gas, 
Causing Loss of Life and 
Heavy Damage 





Two recent explosions of steel oil 
barges on the Ohio River, while being 
repaired by metal or boiler workers, 
with acetylene torches, has proven that 
it is not safe to use such torches about 
barges of this type. In an explosion at 
Jeffersonville, Ind., about a month ago, 
while a torch was used in repairing a 
steel sheet that had been sprung, the 
flame came into contact with oil gas, the 
barge taking fire following an explosion 
which threw the worker into the river, 
and which set a steamboat, derrick boat 


and other equipment on fire. The barge 
was badly damaged. 
In July, at the Kosmosdale, Ky., 


landing of the Kosmos Portland Cement 
Co., manufacturers of cement, who oper- 
ate a barge and towboat line, carrying 
cement up the Ohio and bringing oil 
back to local refiners, seven men were 
killed in a blast which tore an oil barge 
to pieces and sunk it at the landing. One 
badly injured man, who later died, is al- 
leged to have asserted that the torch 
was not in use at the moment of the 
explosion, but had been earlier, and 
would have been used later. However, 
it was probably lighted without his 
knowledge, although officials of the com- 
pany were rather inclined to believe that 
one of the sheet metal or boiler workers, 
employed on the job, and assisted by 
company men, may have lighted a cig- 
arette. The barge, valued at $12,000 is 
probably worthless. 

It was stated that whereas the barge 
had been unloaded at Louisville there 
was a residue of oil and muck, prob- 
ably two inches deep in the bottom. It 
was a red hot day, and under a boiling 
sun, such oil will vaporize and form a 
highly explosive and inflammable gas 
vapor. Unless a barge is thoroughly 
cleaned out, or bratticed about the por- 
tion where a torch is to be used, or else 
air suction fans used to keep the gas 
away from the point where the flame is, 
there is almost certain to be an ex- 
plosion. 





RHINE HULL BUSINESS 

German and Dutch inland marine un- 
derwriters could not fully agree on the 
various points of the proposed improve- 
ment of the Rhine inland hull conditions 
and premiums. Rotterdam underwriters, 
however have already introduced a new 
tariff, which brings some improvement. 
The franchises have been raised and 
T. L. O. coverages prohibited as they 
bring about a reduction of valuations 
for full hull conditions business. The 
official attitude of the German marine 
underwriters will be discussed on the 
next meeting of the D. T. V. V. (Ger- 
man Marine Underwriters Association) 


at Baden-Baden around the middle of - 


September. 


BELGIUM CREDIT INSURANCE 


Certain prominent bankers and insur- 
ance offices in Belgium have formed a 
company there to transact the business 
of credit insurance. This practically 
completes a chain of such companies in 
Europe. In each case it has been ar- 
ranged that the companies shall co- 
operate with one another. They will ex- 
change information and assist each other 
in the settlement of claims. Nearly all 
the companies that have been formed in 
Europe have come into being after con- 
sultation with the pioneers of credit in- 
surance in the United Kingdom. 





Ask Secure Packing 
On African Shipments 


PILFERAGE LOSSES ARE HEAVY 





Department of Commerce Says Some 
Improvement in Packing Is Noted 
but Further Care Is Needed 





Secure packing for oversea shipments 
has received considerable attention from 
South African importers, and accounts 
of the surprising ingenuity shown by 
thieves and pilferers in ports are often 
reported, according to the United 
States “Commerce Reports.” The whole 
position has aroused some indignation, 
both among dealers and among the in- 
surance companies who have suffered 
depredations from time to time. 

One prominent importer reports that 
a large number of his shipments shows 
losses from pilferage. Recently he re- 
ceived a case of silk stockings which 
had been tampered with, and about 
forty-five pairs were missing when the 
shipment was checked up. It appears 
that a knot in the wood had been pushed 
in and about fifteen cardboard boxes 
emptied. Another more spectacular in- 
stance was cited in which a local dealer, 
importing a consignment of calico, found 
upon opening the packing case that it 
contained the discarded parts of a well- 
known American automobile, including 
the bent and rusted mud guards. Still 
another importer reported that, in re- 
sponse to an order for children’s shoes, 
he received a case full of old bricks and 
lumps of coal. 

The ingenuity with which these pil- 
ferers work was illustrated in an in- 
stance, described by the manager of a 
prominent denartment store, of a case 
that had been opened by a man obvi- 
ously highly skilled in the art of pilfer- 
ing. A piece of board had been cut 
away from a case containing a consign- 
ment of costumes, and so neatly had the 
work been done that some time elapsed 
before the flaw in the timber was dis- 
covered. Evidently a small saw had been 
employed, and the diagonal cut through 
the section of the wood and under cover 
of the strengthening beams made it a 
difficult matter to be discovered. 

The question of secure packing is 
being brought so continually to the at- 
tention of oversea exporters of goods to 
South Africa that a gradual improve- 
ment has been noted “Commerce Re- 
ports” states. 





MADE AGENT FOR N. J. FIRE 


S. G. Simons & Co. have been appoint- 
ed agents for the New Jersey Fire at 
Springfield, Mass. 





Moorings Held Part 
Of a Ship’s Tackle 


CASE INVOLVING STEEL BARGE 





British Court of Appeal Holds Moorings 
in This Instance Were Within the 
Liability of the Insurers 





It is not often that the wording of the 
traditional marine insurance policy forms 
the subject of a lawsuit, and so the Black 
Diamond case, recently before the 
English Court of Appeal, has an added 
interest. The case resulted from an ex- 
ceptionally high tide in the Mersey in 
July, 1926, when the barge Black Dia- 
mond carried away from her moorings, 
both barge and moorings being damaged, 
and damage being also done to a ferry 
steamer and a stage. Underwriters ad- 
mitted liability for all the resultant dam- 
age except that to the moorings, con- 
tending that these were not part of the 
“body, tackle, apparel, ordnance, muni- 
tion, artillery, boat, and other furniture 
of and in the good ship or vessel called 
the steel barge Black Diamond.” The 
case was at first heard in the County 
Court at Liverpool, when it was stated 
that the value of £800 shown in the 
policy was made up of £500 on the 
barge and £300 on the moorings. The 
assured stated that the latter, consisting 
of heavy chains secured by anchors 
fastened to the bed of the river were the 
customary form of mooring used by Mer- 
sey coal barges, and were the property 
of the barge owners. His Honour Judge 
Thomas held that in the circumstances, 
bearing in mind the character of the. ad- 
venture, the wording of the policy was 
sufficiently wide to include the moorings, 
and decided in favor of the assured. 
This was confirmed when the case was 
brought before the King’s Bench Divi- 
sion, and now has been further upheld 
by the Court of Appeal, but by a ma- 
jority judgement, Lord Justice Russel 
dissenting from Lords Justices Scrutton 
and Greer. 

In his judgement-in-chief, Lord Justice 
Scrutton said that at a certain stage the 
anchors and chains were obviously part 
of the fittings and tackle of a ship. At 
another stage anchors and chains, like 
the bollards of a quay, were fixed and 
permanent, and obviously were not part 
of the fittings of a ship, and between 
these two stages there were intermediate 
points. The trial judge had held that 
these particular anchors and chains were 
part of the ordinary fittings of the barge 
in her trade as a hulk. It was a question 
of fact, there being evidence on which 
the County Court judge arrived at his 
conclusion, and the Court of Appeal 
could not interfere. 

In his concurring judgement Lord 
Justice Greer went further than Lord 
Justice Scrutton, saying that because two 
of the anchors were originally bought 
with the barge, and the underwriters 
knew that she was to be used as a moor- 
ed barge, the Court was entitled to take 
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these things into consideration in decid- 
ing whether the anchors and chains were 
part of the furniture of the barge. Lord 
Justice Russel, in dissenting, did so with 
trepidation in a shipping matter, but he 
thought it was purely a question of con- 
struction, and the court was not entitled 
to take into consideration the fact that 
the anchors were purchased with the 
barge, while, as a matter of construction, 
he could not agree that these anchors 
and chains were part of the tack!e ap- 
parel or furniture of the barge. 

As has been said, the interest i this 
case attaches to the phrase of the policy 
under which it. was brought. Hitherto 
the disputes over this phrase appear to 
have been based on whether the parts 
or goods damaged were cargo or tackle, 
For instance, ropes and cable carried on 
board a ship and intended ultimately to 
be used as rigging are, nevertheless, not 
part of the ship’s tackle. Gow quotes 
Phillips’ “Treatise on the Law of In- 
surance,” 1867, an American authority, 
as Saying: “It is well settled that a policy 
for a commercial voyage on a vessel 
generally, without any further spccifica- 
tion, covers not only the body, but also 
the rigging, sails, tackle, boat, armament, 
and provisions, and all the appurtenances 
necessary, suitable or usual, and _ that 
may be presumed to belong to a vessel 
of such description, for the purpose of 
navigation on a voyage such as describ- 
ed,” and it would seem from the Black 
Diamond case that the principle thus 
enunciated sixty-two years ago still holds 
good. 


_SPANISH HULL BUSINESS 





Attempts Being Made to Secure Na- 
tionalization to Keep Premiums 
from Foreign Companies 


The Spanish insurance newspaper “El 
Eco del Seguro” published an article in 
its July issue in which it demands the 
nationalisation of Spanish hull business, 
i.e. monopoly for established or admitted 
in Spain. It states that most of the best 
fleets are now insured directly abroad, 
and largely in London. The premiums 
thus lost to the Spanish market are said 
to amount to about 20.000,000 pesctas as 
against about 12,000,000 five years ago. 
These premiums are paid abroad by 
Spanish shipowners in Pound Sterling 
and are quite a material factor in in- 
fluencing unfavorably the exchange of 
the peseta in London. The paper says 
that it is surprising that the present 
Spanish government so expressedly pro- 
tectionist in all other fields has not yet 
thought of protecting the native insur- 
ance companies. 


Shipowners are pleading against 4 
possible restriction which would favor 
the local companies as they fear a lack 
of competition would tend to increase 
the rates. The paper argues that a re- 
striction favoring companies entered 
would attract a considerable number of 
companies to the thus protected market 
and stimulate competition within the 
country. The advantage would be to 
have the premiums paid in pesctas and 
to have Spanish agents get commissions. 


AUTO SERVICE CONTRACTS 


Montana has issued a bulletin wart 
ing the public about automobile service 
contracts, which are being offered in the 
state in large numbers. “These concerns 
are not insurance organizations,” says 
Insurance Commissioner Porter. “There- 
fore, they cannot be licensed and do not 
in any way come under the jurisdictiot 
of my office. Their contract is purely 
a service agreement and is not public 
liability insurance, nor in any way simr 
lar to an insurance policy.” 





INTERNATIONAL AVIATION LAW 

The already completed draft of 2 
international agreement regarding . 
liability of owners of aircraft will : 
discussed at a conference by differet 
countries to be held in October of t 


‘year at Warsaw, Poland. This will be 


another step towards the creation 0 a 
uniform International Air Law. 
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CASUALTY AND SURETY 














New Companies Continue To Be 


Formed As Competition Gets Keener 


At Least Ten Got Under Way In New York State In 1928; Insurance 
Department Records Show Nearly Two Dozen Name Filings 
So Far This Year; Three Actually Organized; Leaders 
Ask: “What Will Be The Outcome?” 


More casualty and surety companies 
have been started in New York State 
in the past few years than any state 
in the union, with the exception of New 
Jersey. The pace set has been a fast 
one. Records of the New York Insur- 
ance Department show that at least ten 
company organizations were complete | 
last year, and they are now out to ma’ e 
a definite place for themselves in the 
business. They are the General Surety, 
Merchants Indemnity, Guardian Casual- 
ty, Transportation Indemnity, Franklin 
Surety, Southern Surety of New York, 
Consolidated Indemnity, Citizens Casual- 
ty, Aero Indemnity and Standard Surety 
& Casualty. 


Only Three So Far This Year 


So far this year only three compa- 
nies have gotten under way—the Export 
Indemnity, Concord Casualty & Surety 
and the Commerce Casualty (one of the 
Glens Falls fleet). But a glance at the 
name filings in the Department is con- 
vincing proof that there is still a keen 
desire on the part of organizers to come 
into the field. 

The filing of a company name, of 
course, does not necessarily mean that 
the organization will go through. The 
Strict financial requirements prescribed 
by the Department must be met, follow- 
ing which the executive and managerial 
personnel must be selected. And with 
man power at a premium this is a big 
undertaking. 

Nearly Two Dozen Names Filed 

Here are some of the name filings on 
record in the New York Department: 
_American Liability & Guaranty (Fre- 
linghuysen interests). 

American Traders Indemnity Co. 

American Boot & Shoe Casualty Co. 
of New York. 

Aviation Indemnity (to provide air- 
craft insurance facilities for Aviation 
Corporation, $200,000,000 holding com- 
pany). 

Bronx Indemnity. 

Community Casualty. 

Cesmopolitan Casualty & Surety, being 
Promoied by E. L. Greeno & Co., Roch- 
ester msurance agents. 

Douglas Casualty, being formed by a 
8roup of colored men. 

mpire Casualty. 

Faculative Reinsurance Corporation of 
America. 

Grand Central Surety. 

Interstate Fidelity & Surety. 

Manhattan Indemnity. 
Niagara Casualty & Surety. 
Peerless Casualty. 

Professional Casualty of Brooklyn. 

rans-American Indemnity & Insur- 
ance Co. 

a ty & Indemnity of Brooklyn. 

ings County Indemnity. 
Are There Too Many New Companies? 

Executives of older companies are 






frank in saying that this is one of the 
swiftest competitive years in the history 
of the business. They are feeling the 
effect of the many new companies that 
have come into the field. The expecta- 
tion is that more will be organized as 
there appears to be no dearth of money 
for investment in insurance _ stocks. 
“What will be the outcome?” is the 
question that is being asked. 

The Preferred Accident gives a pessi- 
mistic opinion in its agency organ, in 
discussing new companies: “A few will 
succeed, providing conservative under- 
writing is practiced, adequate rates main- 
tained and the usual scale of commis- 
sions paid,” it says. “But it will be 
tough going for the majority. The man- 
agement hungry for business will cast 
caution aside—rates are slashed, com- 
missions increased and reckless under- 
writing methods followed. 


A Gloomy Outlook 


“In a few months the stockholders will 
be asked to contribute additional funds 
and told that the large and growing 
business requires more capital so that 
the dwindling surplus may not be en- 
tirely exhausted by the legal reserves 
for unearned premiums and unsettled 
losses. Within two or three years many 
of these companies will have retired from 
the field either by reinsurance or re- 
ceivership.” 

“We all know that a dollar consists of 
one hundred cents—not a mill more. In 
insurance underwriting the Bureau of 
Standard premium based on the com- 
bined experience of many companies has 
for its component parts two leading ele- 
ments—losses and expenses. In most 
lines, each dollar of premium consists 
of the following items: 


Pore lose: cO@tsic sc 6cccisss $ .55 
Agent’s commissions....... 25 
Legal and adjusting expense .05 
State taxes and licenses.. 
Home office and field su- 


PEPVISIS 65s hinesectexc 10 
: — 99 
Underwriting profit.....m... 01 
$1.00 
“If the experience rate is reduced, 


larger commissions paid and all kinds of 
risks freely written the loss and expense 
cost will surely exceed the premium re- 
ceived. Finale—Exit management and 
company.” 





RAISE AVIATION COMMISSIONS 


Increase commissions on aviation busi- 
ness were made effective by the Inde- 
pendence Companies as of August 21. 
General agents will hereafter receive 
20% on fire risks; 25% on liability, and 
174%4% on compensation. Brokerage will 
be 744% less than these respective rates. 




















Expect 11% Increase 
In Mass. Auto Rates 


REALIGNMENT OF TERRITORIES 








Publication of Rating Bureau’s Pre- 
liminary Report Followed by Pro- 
tests From “Bad Experience” 
Cities 





By FRANK L. ARMSTRONG 


Boston, Aug. 19—The second annual 
hullaboloo over automobile insurance 
rates for this state opened up in the 
Sunday papers yesterday, as the result 


of the filing of the preliminary report 
of the Massachusetts Automobile Rating 
& Accident Prevention Bureau with In- 
surance Commissioner Brown on Satur- 
day. From this report, which by the 
way, is not complete, it would appear 
that an increase in rates for 1930 of 
about 11% would be in order. This is 
divided as 2% for accident claims and 
9% for increased cost of doing business, 
and would mean that a man who this 
year pays a premium of $45 would next 
year have to come through with $50. 

The newspapers look on this as a 
tough break for the poor down-trodden 
insured, and alert city editors imme- 
diately sicked their reporters on the 
mayors and politicians in the cities that 
have had the worst experience. The 
usual flood of protests are beginning to 
come in. Talk of a state fund is again 
in the open, and Frank A. Goodwin, 
former registrar of motor vehicles, the 
leading proponent of the state fund, is 
reported to have said that he intends 
to file an initiative petition for his state 
fund bill and carry on an active cam- 
paign to put it through the legislative 
at the next session. If the legislative 
fails to enact it, he can then have it 
placed on the ballot at the state elec- 
tion next year. 

The Boston “Herald” in the only sane 
editorial on the subject this morning 
says: 

“What are we to think about these 
prospective rates? What the public will 
demand to know is whether the boosts 
are necessary. And that confronts us 
with the most curious underlying fact in 
the insurance business, no matter what 
the nature of the risk may be. In the 
merchandising of all other commodities, 
the cost of production is determined be- 
fore the sale price is fixed. In the in- 


surance business, the cost of production 
of the commodity on sale cannot be as- 
certained until the selling experience has 
covered a period of years. The over- 
looking of that fact accounts for a good 
deal of public impatience and for the 
embarrassments endured by our insur- 
ance commissioner.” 

There is a great deal of politics in the 
situation this year. The governor, who 
held up the appointment of the insur- 
ance commissioner until recently, is very 
much in the picture, in the opinion of 
many who are close to the situation. It 
is safe to say that he will not permit 
any situation to arise similar to that of 
last year, which means he will see the new 
rates before they are made public by the 
commissioner. 

As regards the recommendations of 
the Bureau, just filed with the commis- 
sioner, he is under no requirement to 
follow such recommendations, although a 
deputy commissioner, E. P. Daugherty, 
“sat in” with the Bureau during its de- 
liberations. 

It will be remembered that last year 
the then commissioner Wesley E. Monk 
said that the department had neither the 
time nor a sufficient number of compe- 
tent examiners to make examinations of 
all the insurance companies. 

As a result of this Governor Allen in 
his inaugural address recommended that 
money be given. to the insurance depart- 
ment so as to obtain more complete in- 
formation. This has enabled Commis- 
sioner Brown to employ ten examiners 
who have been at work five months on 
the books of the companies, with the 
result that the commissioner will have 
his own‘specially prepared data to sup- 
plement that provided him by the Bu- 
reau. 


Very Little Increase Expected 

Commissioner Brown said to the news- 
paper men Saturday that his proposed 
new schedule will be announced within 
the next ten days. At the same time he 
will fix a date for a public hearing, and 
after further consideration will announce 
the final schedule on September 15, as 
required by law. j 

There is a feeling on the part of well- 
informed insurance men here that the 
rates for 1930 will be very little di‘er- 
ent from those now in force, despite 
the fact that an 11% increase is indi- 
cated as being needed. There may be 
a slight increase in certain cities and 
towns that have had a bad experience, 
but it is believed that the powers that 

(Continued on Page 38) 
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Law Writer Calls Car 
Fatalities Appalling 


ARTICLE IN ‘CASE AND COMMENT’ 





George S. Gulick Also Discusses Auto- 
mobile Compulsory Insurance Laws 
and Suggested Legal Remedies 





Writing in the current issue of “Case 
and Comment” George S. Gulick discus- 
ses the subject of, automobile liability 
insurance, the amazingly heavy toll of 
car accident fatalities and the various 
laws and suggests laws providing for 
compensation to victims. These include 
the measures of the American Automo- 
bile Association, the Massachusetts Act, 
the Judge Marx proposition and other 
“remedies.” In discussing the problem 
itself Mr. Gulick says in part: 

This country faces a serious problem 
growing out of the increasing number. 
of fatal and crippling injuries, to say 
nothing of the property damage resulting 
from automobile accidents. Of all causes 
of accidental fatalities and injuries, the 
automobile ranks first. The annual death 
and injury toll of the American motor 
car is nearly double the American losses 
in killed and wounded in the World War. 
Figures gathered from all over the coun- 
try place the number of fatalities for 


1928 at 27,500; serious and permanent in- 
juries at 55,000; minor injuries at 700,000. 
Compared with 1927 this represents a 7% 
increase. The survey for last year shows 
that with about twenty-five million au- 
tomobiles registered, one person was 
killed for every 900 cars. 
Economic Loss 

Aside from the humane aspect of this 
tremendous loss of life and injury to 
persons, the economic loss is appalling; it 
has been estimated that only 25% of 
those killed or injured are over fifty-five 
years of age; that 30% are under fif- 
teen; and that less than'20% have passed 
the period of economic usefulness; of 
these Professor Loman estimates that 
80% might have enjoyed at least twenty 
more years of productive life; a loss, 
then, to the nation due to last year’s 
fatal injuries of 440,000 productive years, 
which, translated into money value by 
valuing each year at $1,000, amounts to 
$440,000,000; when we add the loss due 
to injuries the total reaches $750,000,000. 
Moreover, in a majority of these acci- 
dent a family is hard hit by the loss of 
a productive member. 

In view, then, of this yearly mounting 
toll of deaths and injuries from auto- 
mobile accidents, it is no wonder that 
there has been considerable agitation for 
drastic regulation of automobiles oper- 
ated on the public highways, and for 


measures to insure that the injured and 
the dependents of those killed will re- 
ceive compensation. 

he Problem 

The problem is: (1) Reduce and pre- 
vent accidents; (2) provide means of as- 
suring indemnification for death or in- 
juries caused by accidents. 

The National Safety Conference called 
by the then Secretary of Commerce Hoo- 
ver in answer to the problem of acci- 
dent reduction, proposed: First, a uni- 
form motor vehicle registration and cer- 
tificate of title act. Second, a uniform 
motor vehicle operators’ and chauffeurs’ 
license act. Third, a uniform act regu- 
lating the operation of vehicles on high- 
ways. 

No argument is necessary to demon- 
strate the need of the universal adop- 
tion of laws which will deny to those 
who are unskilled or physically incapaci- 
tated the privilege of operating an auto- 
mobile and withdrawing that privilege 
from those who have shown themselves 
to be careless or reckless drivers, or to 
show that accidents can be reduced by 
the strict enforcement of such laws. 

Accidents might be reduced further by 
requiring periodic brake and headlight 
inspection; and by stricter enforcement 
in metropolitan districts of laws directed 
at “jaywalkers.” Herbert Towle, writing 
in the “Atlantic Monthly” on the “Motor 





LITTLE STORIES from the FILES of a 
GREAT INSURANCE INSTITUTION 


HE Workmen’s Compensation and Public Liability cov- 
T erage on a large middle western manufacturing plant 
The annual premium on the 
risk ran close to $6,000, and the local Continental agent 
Finding himself unable 
to close the sale, he called on the Home Office, 350 miles 
away, for aid. An expert underwriter, dispatched to his 
assistance, arrived on the scene the following morning. 


was about to expire. 


was anxious to secure the business. 


A quick survey of the situation revealed that the pros- 
pect’s insurance was to expire within five days and that 
because of the low loss experience the plant had enjoyed, 
the officials of the concern were strongly inclined to carry 
To obtain the business sat- 
isfactory rates and first class service were necessary. 


their own risk as self-insurors. 


Our underwriter called the local office of the National 
Bureau of Casualty and Surety Underwriters for renewal 
data on the case, only to find that it had not yet been 
He promptly wired for the 


filed by the carrying company. 


information and also telegraphed the Home Offices for an 
The latter arrived the following morning, a Sat- 
urday, and immediately went through the prospect’s plant. 
He then worked with the underwriter until eight o’clock in 
the evening to determine a schedule rate. 


inspector. 


The following Monday brought the renewal rating data 
from the carrying company, which was found to be prac- 
tically the same as the rate arrived at by our men. Our 
agent and underwriter then called on the prospect and were 
informed that decision in the matter would be made as soon 


as approval was re- 
ceived from the New 
York office of the 
concern. His task 
done, the underwriter 
returned to Chicago. 
Two days later the 
agent “phoned the 
Home Offices and an- 
nounced that because 
of Continental’s inter- 
est and efficient serv- 
ice, the business and 
the handsome 
mission it carried had 


been awarded to him. 





com- 
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Conrinen TAL service to fieldmen and assureds is, as 
this instance illustrates, something more than a mere boast. 
It is as tangible and practical as the diligent efforts of a 
large staff of capable executives and nearly 1,000 willing 
Home Office employees can make it. 
to every agent who can use such helpful co-operation in 
building his volume of Casualty, Surety and Life insurance 


CONTINENTAL CASUALTY Co. 
CONTINENTAL ASSURANCE Co. 





Also, it is available 





ILLINOIS 
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Menace,” says that one of the greatest 
needs of today is a social feeling: that 
accords courtesy and fair play to one’s 
neighbors on the road; he asserts that 
the lack of such courtesy accounts for 
most of the avoidable accidents. Byt 
with 25,000,000 cars in use on the public 
highways it is too much to expect that 
such laws or courtesy for our fellow 
traveler can do more than reduce the 
number of accidents. 

It is evident, therefore, that the ay- 
tomobile accident problem is only partly 
answered by these preventive measures, 
There still remains the problem of in- 
suring that the remedy of the insured 
and the dependents of those killed 
against the person causing the damage 
is of some value. This is brought into 
the foreground because of the financial 
irresponsibility of so many of the mo- 
torists who have caused injury to others, 
At the present time only about 20% of 
the motorists carry liability insurance, 
In the cities the ratio is higher; in the 
country districts lower. That 20% are 
principally financially responsible per- 
sons; the financially irresponsible ones, 
the very ones who from the injured per- 
son’s viewpoint should carry insurance, 
do not carry it; of course, many respon- 
sible persons carry no insurance. Pro- 
fessor Loman estimates that 25% of all 
claims for injuries for which motorists 
are liable are uncollectible, because the 
defendant is judgment proof and carries 
no insurance. 





$12,000,000 BOND 





Great American Indemnity One of Par- 
ticipating Companies in Southern 
Pacific Railway 

The Great American Indemnity has re- 
cently participated in a $12,000,000 con- 
tract bond covering the construction of 
a 5,600 foot Southern Pacific Railway 
double track bridge over Suisun Bay, 
not far from San Francisco. This bridge 
will greatly facilitate traffic, and will re- 
place two train ferry boats, one of which, 
the “Solano,” has been in.use for fifty 
years. The piers will rest upon bed 
rock, 120 feet below water, and will be 
heavily reinforced to resist any earth- 
quake shocks that may occur during the 
long life of the bridge. Construction be- 
gan in March last, and it is expected 
that the bridge will be in operation in 
the Fall of 1931. 

A contract for the construction of the 
South Office building at the state capitol 
at Harrisburg, Pa., has just been awarded 
to the Nielson-Pedley Construction Co. 
The resultant contract bond, amounting 
to $3,448,000, was written by Great Amer- 
ican through Harris J. Latta, Philadel 
phia. 





F. E. WILKENS RESIGNS 





Forced to Sever Bankers Indemnity 
Post on Account of II] Health; Was’ 
Its Vice-Pres. and Gen. Mer. 


It is with regret that the, Bankers I- 
demnity of Newark makes known the 
resignation of Frederick E. Wilkens, 
who had been its vice-president and get 
eral manager since the company was OF 
ganized. Mr. Wilkens sufferec a net 
vous breakdown last September which 
impelled him to withdraw frorn active 
business and his health has not permit: 
ted his return to the office since that 
time. 

The official lineup of the Bankers I0- 
demnity in its affiliation with the At 
erican of Newark, now stands as fol- 
lows: Charles Niebling, president; Lat- 
rence E. Falls, vice-president; Ernest 
Babbage, secretary; William M. Grover. 
treasurer; John C. Montgomery, sect& 
tary and assistant treasurer, and George 
W. Donnan, assistant secretary. 





25 YEARS WITH F. & C. _ 
Lewis C. Adair has been with the e 
delity & Casualty for twenty-five ye 
He is resident manager of the compatY 
in Richmond, Va. 
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“Safety First” Need 
Of English Workers 


ONE IN FIFTEEN IS INJURED 





Few Accidents Due to Unprotected Ma- 
chinery as Government Rules 
Work Well 





The need for “Safety First” in Eng- 
land was brought out by figures given 
by the British Home Secretary at the 
annual luncheon of the “Safety First” 
Association in London. 

He estimated that a figure approach- 
ing 4£240,000,000 represented the total 
cost of accidents in industry in the past 
ten years. Out of 7,500,000 work-peo- 
ple engaged in seven great groups of in- 
dustry, one in every fifteen in a year 
was injured sufficiently to be entitled to 
compensation. 

In this age of mass production and 
industrial achievement the effect upon 
business economics of accidents to work- 
ers is not always fully realized. The 
great war was responsible for the death 
or wounding of 1,600,000 Britishers, but 
the toll of industry in the five years fol- 
lowing the war was 2,600,000. And in 
the past ten years a figure estimated at 
over £60,000,000 represents actual pay- 
ments in compensation to workers or 
their dependents through industrial ac- 
“cidents. 

It is perhaps a somewhat curious com- 
mentary upon modern conditions that 
the frequency of accident which results 
in this vast human and economic waste 
should excite so comparatively little 
interest. 

It is also remarkable that the majority 
of the accidents are preventable through 
the practice of the identical methods 
that serve to promote greater produc- 
tion at smaller cost. 

Of the accidents that produce this vast 
economic waste the greater portion is 
preventable, and in this process the very 
methods that make for economy, effi- 
ciency and profit can be employed. 

The majority of the accidents are due 
to causes which state regulations hardly 
touch, as witness, for instance, the com- 
Paratively small proportion due to un- 
fenced machinery. The initiative would 
seem io rest with employers and em- 
ployed, in whose hands lie primarily the 
regulation of the supervisory and physi- 
cal causes. It is within the power of the 
former to engage careful and experi- 
ence’ labor, to take steps to prevent 
unsate methods and careless practices. 
A careful employe can perform even the 
most hazardous operative work with an 
eye to the principles of “Safety First.” 

\ recuction in the ratio of serious ac- 
cidents will undoubtedly follow a con- 


centration upon decreasing the fre- 
quency of minor accidents. 

The average amount of compensation 
paid fatal cases was £297 in 1927, 


against £285 in 1925, while the figure for 
| cases worked out at £12 4s for 
both years. 
_ Mutuals Pay Most 

OF the total compensation paid in 1927, 
viz., 20,915,803. mutual indemnity associa- 
ped paid 52.6%; insurance companies 
A 3% ; and uninsured employers 23.1%. 
The compensation figures quoted apply 
soleiy ‘o actual sums paid to workers 
and ‘their dependents, and takes no ac- 
count of administrative expenses, medi- 
cal anc ‘egal costs of employers. insur- 
ance companies and mutual indemnity 


associations, amounts placed in reserve, 
=. ‘t was a consideration of these 
— es led the Home Secretary to 
tes usion that the total cost of in- 


_ il accidents amounted to four times 
Pe actualiy paid in compensation. 
Ste total cost of the 1927 industrial 
a ents would, therefore, approximate 
a figure at least twice the 


total estimated annual fire loss-in that 


country. 





. the T. E. Braniff Co., Oklahoma City, 


1S Now representing the New Amster- 
am Casualty. . 


Hard Fought Legal Fight 
Due Over Indiana Death 


_ISSUE IS MURDER OR SUICIDE 





Late E. D. Maple Was Trust Officer of 
People’s National Bank & 
Trust Co. 





The filing of suits at Sullivan, Ind., to 
collect insurance on the life of Edgar 
D. Maple, trust officer of the People’s 
National Bank & Trust Co., whose mys- 
terious death in January still is unsolved, 
is expected to develop into one of the 
hardest fought legal battles in the his- 
tory of that city. Suits have been filed 
by the bank to collect on a $100,000 pol- 
icy from the Aetna Life, and by Joy D. 
Maple, widow, to collect on a policy from 
the Maryland Casualty Co. Suits to be 
brought against. the Employers’ Liability 
Company and the Travelers’ Insurance 
Co., will total $165,000, it was said. 

The only question involved, according 
to counsel for both the plaintiff and de- 
fendants, is whether Maple was mur- 
dered or whether he ended his own life. 
The banker was found shot to death on 
the floor of the bank January 16. A se- 
ries of Sullivan County financial and 
banking troubles developed immediately 
raising the question as to whether mur- 
der or suicide. 

The plaintiffs will attempt to prove 
that Maple was a victim of foul play and 
that he was shot to death by an un- 
known assailant as he entered the bank. 
While the defense will be that he took 
his own life rather than face the finan- 
cial debacle which followed his death 
which he knew was to come. 





ARKANSAS APPOINTMENT 





Standard Surety & Casualty Names O. 

H. Kyster & Co., of Little Rock; 

Is 25 Years Old and Has 108 
Sub-Agents 

The Standard Surety & Casualty has 
appointed Olaf H. Kyster & Co, of 
Little Rock as its general agents for the 
state of Arkansas. This agency is 25 
years old and has a total of 108 sub- 
agents throughout the state. Its officers 
are Olaf H. Kayser, president; Max 
Barnes, vice-president and in charge of 
the casualty and surety departments; 
Robert J. Lanford, secretary-treasurer 
and in charge of the fire department. 
Mr. Lanford is also vice-president of 
hes Bank & Trust Co., Little 

ock. 





E. C. JOLLIFFE PROMOTED 
E. C. Jolliffe, field supervisor for the 
Richmond branch office of the United 
States F. & G., has been transferred to 


the home office at Baltimore, effective. 


September 1. After that date, he will 
travel out of Baltimore, as supervisor 
for the company throughout the coun- 
try. He has been associated with the 
Richmond branch for the past five years, 
serving in various capacities before be- 
ing promoted to field supervisor. 





WITH COMMERCIAL CASUALTY 

Frederick C. Kellam, formerly in 
the brokerage business in Richmond, has 
gone with the Commercial Casualty as 
territorial supervisor with headquarters 
at Charlotte, N. C. He will supervise 
the entire state of North Carolina for 
the Richmond branch office of that com- 
pany. 


GET 30% FROM RECIPROCAL 

The Dorsey-Lynn Underwriters Co., a 
Missouri corporation with a paid-in capi- 
tal of $150,000, is attorney-in-fact for 
the Universal Casualty Underwriters of 
Kansas City, Mo., which has been doing 
a business since March, 1928. For its 
services Dorsey-Lynn get 30%. 


ENTERED IN WYOMING 
The -Standard Surety & Casualty 
has been entered in Wyoming, making 
thirty states in which the company is 
licensed. 








Banks Are Installing 
Bullet Proof Devices 


ESPECIALLY IN LARGE CITIES 


Financial Institutions in Louisville and 
St. Louis Are Thoroughly Equipped 
Against Banditry 








The installation of bandit proof equip- 
ment is gaining widespread favor among 
bankers and banking interests through- 
out the country, especially those in small 
towns and those opening branch banks 
in the larger cities where danger of 
branch bank holdup is always imminent. 

In Louisville the First National Bank 
of Kentucky and the Kentucky Title 
Trust Co. are now installing bullet proof 
glass which will crack but not puncture. 
This fact was recently demonstrated be- 
fore a large gathering of bankers in va- 
rious parts of Kentucky. 

Bullet Proof Cage Described 

The “American Banker” of New York 
recently carried an interesting story re~ 
garding the manner in which the offi- 
cials of the Wellston Trust Co. of St. 
Louis had installed a bullet proof glass 
cage. It consists of a bullet proof and 
bandit proof device, including a cage 
window with a speaking aperture at a 
proper height and a gun aperture be- 
neath. 

The speaking apertures are not opened 
but cross barred in such a way to de- 
flect any bullets fired into them while 
the gun port can only be opened from 
the inside by pressure of a gun muzzle. 
At the bottom of the window is a deal 
tray of soft bronze so arranged that a 
shot fired into the tray would merely 
flatten out and could not reach the teller. 

A hand or gun can not be inserted into 
the cage, the top of which is also pro- 
tected from an aerial attack. Under the 
counter there are double locking doors 
through which large packages may be 
passed from customer to teller or teller 
to customer but so arranged that both 
doors can not be opened at once, which 
also prevents holding the teller up from 
that point. A steel wire mesh that is 
bullet proof to resist a forty-five calibre 
steel ball is overhead. The teller can 
not be reached while he is behind the 
armor and can pick up his gun and start 
something if need be. 





MOORE JOINS HARTFORD ACC. 

The Hartford Accident & Indemnity 
has appointed Frederick W. Moore su- 
perintendent of its bond department at 
its Philadelphia branch office, 143 South 
Fourth street. Mr. Moore has had wide 
experience in the fidelity and surety field. 
He was for four years associated with 
the Aetna Casualty & Surety Co. at its 
home office and New York and Spring- 
field branches. He later represented 
the Indemnity Insurance Co. of North 
America at Toronto and Cleveland, and 
prior to his association with the Hart- 
ford Accident was manager of the bond 
department of the Union Indemnitv’s 
Columbus, Ohio, branch. He will, in his 
new position, have supervision over the 
production and underwriting of all fidel- 
ity and surety lines at Philadelphia and 
in neighboring territory that reports to 
the Hartford’s Philadelphia office. 





RENEWS BUS LINE POLICIES 

The Missouri Public Service Commis- 
sion has renewed the certificate of the 
Detroit-Chicago Motor Bus Lines for 
the operation of interstate buses between 
St. Louis and Kansas City, Mo., over 
Federal Highway No. 40 and. the com- 
pany has filed new liability insurance 
policies with the state. The company’s 
bus permit was suspended recently when 
its insurance policies were canceled and 
it failed to file new insurance with the 
state. 





PLATE GLASS REINSURANCE 

Announcement is made by the Com- 
monwealth Casualty that it has rein- 
sured the plate glass business of the 
Calumet, amounting to between $130,000 
and $140,000, as of August 5. 


Pa. Gasoline Stations 
Are Mostly Unbonded 

SITUATION UNDER NEW TAX LAW 

Ruling That Dealers Can Pay in Cash 


or Checks as Well as Using 
Bonds; 28,000 Dealers 








The new gasoline tax law is creating 
much discussion throughout Pennsyl- 
vania. 

The Secretary of Revenue the other 
day changed his ruling about accepting 
only surety bonds and announced that 
he would accept collateral in the shape 
of cash or certified check. His ruling 
followed the legal action brought against 
him by the gasoline dealers seeking an 
injunction to restrain him from enforc- 
ing the contract surety bond feature of 
the law. The Dauphin county court gave 
him until this week to file an answer. 

Meanwhile, 19,000 of Pennsylvania’s 
28,000 gasoline dealers are still unbonded. 
The majority of them are small dealers, 
who operate stands along the roads and 
have no property, with the oil compa- 
nies in most cases owning the tanks. 
These dealers are unable to furnish the 
surety companies a financial statement 
nor are they in a position to post a $500 
cash collateral with the Secretary of 
Revenue, the alternative to securing a 
bond. 

Those of them that are still selling 
gasoline are doing so in violation of the 
law. If they are arrested, they face a 
heavy fine as a penalty. 

Ask Questions 

Pennsylvania surety men are wonder- 
ing how these small dealers are going 
to be bonded. The only alternative so 
far suggested is that the oil companies 
become, surety for the dealers, with the 
dealers paying the premium. 

The surety feature of the law, which 
was put in to prevent a recurrence of 
the past year when the state lost $1,500,- 
000 in collected taxes, seems bound to 
either give the companies a consider- 
able volume of new business or else 
force out of business the majority of the 
small gasoline dealers. 

The premium for the bond is $10 with 
an additional $6 fee for filing, etc., mak- 
ing the cost of a bond for the dealer 
$16. He receives 8% of the tax he col- 
lects so that he must sell 50,000 gallons 
of gasoline before the bond pays for 
itself. 





A PORTO RICAN AGENCY 





D. R. Carrion Showing Increase Despite 
Depression on Island Which Fol- 
lowed Great Cyclone 
D. R. Carrion, who represents the Great 
American Indemnity and other compa- 
nies in Porto Rico, was educated in the 
United States and for a number of years 
served as an officer of the U. S. Navy. 
Despite the terrible cyclone of last Fall, 
which did so much to depress conditions 
in Porto Rico, Mr. Carrion’s agency has 
shown an increase in premiums. He is 
occupying a new office, the interior dec- 
orative scheme being carried out in white 

and green marble. 

Competition between the agents in 
Porto Rico is keen, although there is 
little rate cutting. In discussing Mr. 
Carrion’s agency the Great American in 
its agency publication says: , 

“Mr. Carrion’s agency, which is the 
oldest casualty organization in the is- 
land, has built up a solid reputation for 
service which accounts for its prominent 
position in the insurance field. In addi- 
tion to having the most up to date in- 
surance office in the island (including a 
fully equipped emergency dressing room 
for first aid cases), a service station is 
maintained for the inspection and ad- 
justment of brakes and steering gear of 
insured cars, free of charge. Insured 
cars damaged by collision are also re- 
paired promptly and_ satisfactorily at the 
shops operated by the agency, a service 
which is greatly appreciated by the pol- 
icyholders.” 
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Hirrinc . . . . hitting . . . . always the hitting. pa 
True. . . . a ball team must have pitching and fielding but Z 
a game is won on hits. pe 
The Employers’ Group is well up in the league. It is winning ar 
its games regularly. And why? Not only because of the splendid 
pitching done by the Home Office. Not only because of the . 
flawless fielding done by its claim men, auditors, or engineers, : 
but mostly due to the runs knocked in by its agents. > 
What a murderer’s row these agents make, ten thousand strong, P 
‘every one a fence buster and all batting for one thousand. Just 

the sort of line-up that a real hitter would like to join. And it 

can be done. To the agent who can “‘hit the apple’, who does Y 
know a good risk from a bad one, who can win ball games, there ; 
is always a place on The Employers’ Group line-up. Ask the P 
General Agent or Branch Manager in your territory or write to f 


the Agents Department for your uniform. : 


THE EMPLOYERS’ GROUP 


a, Practically every kind of Insurance except Life Insurance, including Fidelity and Surety Bonds c 


110 MILK STREET BOSTON, MASS 














AMERICAN EMPLOYERS’ 
INSURANCE COMPANY 


THE EMPLOYERS’ 
FIRE INSURANCE COMPANY 





a THE EMPLOYERS’ LIABILITY ASSURANCE CORPORATION, LTD. 
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W. J. Meskill to Manage 
F. & D. Branch in N. Y. 


WIL:. ASSIST 





V.-P. GRIFFIN 





Fidelity & Deposit Executive Given 
Luicheon By His Friends on Eve of 
is Departure for Trip Abroad 





On the eve of his departure for an 
extended trip abroad, John A. Griffin, 
vice-president of the Fidelity &- Deposit 
in charge of its New York branch was 
given a luncheon on Wednesday by a 
number of his personal friends in the 
surety business at Block Hall. This was 
in the nature of a bon voyage affair and 
Mr. Griffin received the best wishes of 
his friends for a most enjoyable vacation 
He sails today on the Bremen and as 
part of his itinerary has planned a trip 
through the Black Forest in Germany. 

Before leaving Mr. Griffin made known 
the appointment of William J. Meskill 
as manager of the F. & D. New York 
branch office, effective this week. His 
appointment will relieve Mr. Griffin of 
many of the details of office manage- 
ment, giving him more time to devote 
to the executive administration of the 
hranch. 

Mr. Meskill comes to New York City 
from Omaha where he was resident man- 
ager of the Fidelity & Deposit for the 
district of Iowa, Neb., and South Da- 
kota. He is a native of Boston and his 
first post in the business was with the 
Employers’ Liability from which com- 
pany he went to the Maryland Casualty 
where he stayed six years. He was man- 
ager of the Maryland’s bonding depart- 
ment in St. Louis when he resigned to 
jon the Fidelity & Deposit. 

With the F. & D. he was first assist- 
ant manager at Omaha, then assistant 
manager of the Detroit branch, later 
manager at Indianapolis. He was trans- 
ferred back to Omaha to consolidate the 
Des Moines office with it and up until 


this time he has been in charge of the 
combined offices. 





NON-RESIDENT RESPONSIBILITY 





Pennsylvania Companies Not Licensed ‘in 
This State Concerned by Septem- 
ber Motor Law 
The Safety-Responsibility Bill, which 
goes into effect in the states of New 
York aid New Jersey on September 1, 
1S causing worry to Pennsylvania com- 

not licensed in those states. 
ision in the new law of both 
the stat-s provides that non-residents, 
guilty of violating traffic viola- 
, cannot drive in those states until 
n stablish their financial responsi- 
bility and, if that responsibility takes 
m of insurance policies, the poli- 
isi be with companies licensed to 
do busin:ss in New York or New Jer- 

is the case may be. 
This provision has been noticed by 
licensed in both those states 
1 al of them, it is said, are now 
Creularizi1g Philadelphia policyholders 
of compz-iies not licensed in New York 
and New Jersey, pointing out this fea- 
ture in the new law and asking them 
Whether ‘hey are covered. 
A number of Pennsylvania companies, 
ho do usiness only in Pennsylvania, 
wave rece:ved queries from anxious pol- 
ltyholders. As yet, it is reported, they 
ave becn unable to answer whether 
their Policies would constitute financial 
responsibility under the new law of New 
ork and New Jersey. 





HAS NEW CLAIM SERVICE 
the Hartford Accident & Indemnity 
aS inaugurated a new claim service for 
towns and cities of over 10,000 popu- 
ation. All Hartford claim offices lo- 
Fay in such cities are being listed in 
€ telephone directories of those cities 


as “Hartford Accident & Indemnity Co. 
‘a Department, Day and Night Claim 
ce.” 


FRANKLIN SURETY PROGRESS 





July Its Best Month With $108,674 Gross 
Premiums; Has Leased Entire 4th 
Floor at 123 William St. 


The Franklin Surety, organized fifteen 
months ago, is setting stich a lively pace 
for itself that it has been compelled to 
lease the entire fourth floor of 123 Wil- 
liam street, New York, where it started 
originally with two small rooms. 

The company reports a gross premium 
income for July of $108,674 which is the 
best month in its history so far. In Jan- 
uary of this year it grossed $25,048; 
February, $34,622; March, $52,996; April, 
$69,823; May, $73,870; June, $99,974. Each 
month shows an increase over the pre- 
vious ones. 





WRITES $14,000 PREMIUM 
A $14,000 premium was recently writ- 
ten in the Travelers by '. E. Furey, as- 
sistant manager, Los Angeles. It con- 
sisted of compensation ‘and automobile 
fleet insurance of a chain of retail stores. 


The following form of coverage was 
written: 


(1) Compensation, (2) Automobile 
Public Liability and Property Damage, 
(3) Non-Ownership Automobile Liabil- 
ity, (4) Safe Burglary, and (5) Messen- 
ger and Store Robbery. 


WM. LESLIE HONORED 





Old San Francisco Friends Welcome 
Him Back to the Fold at Luncheon; 
Joy Lichtenstein Toastmaster 
William Leslie, former general man- 
ager of the National Council on Compen- 
sation Insurance, and now executive vice- 
president of the Associated Indemnity 
Corp., was given a ‘home coming” lunch- 
eon upon his arrival in San Francisco a 
few weeks ago by twoscore of his for- 
mer friends among that city’s casualty 
executives. Joy Lichtenstein of the 
Hartford Fire was the toastmaster and 
in a brief address Mr. Leslie told of 
his pleasure at being able to return to 

his old home in California. 





RADIO TO HELP POLICE 


Philadelphia is the latest of the big 
cities to adopt radio in its war against 
criminals. Announcement has just been 
made by Superintendent of Police Mills 
that an application has been made to the 
police department to operate a _ police 
broadcasting station on 500 watts power 
and asking for the assignment of a wave 
length frequency above or below the 
regular commercial channel. The send- 
ing radius of the station will be 1,000 
miles. 


ALCOHOL CLAIM ALLOWED 


Prohibition Law Not Violated When 
Guest Accepts Drink of Contraband 
Liquor 
The national prohibition law is not 
violated when a guest accepts and drinks 
contraband liquors in the home of his 
host, the United States Circuit Court of 
Appeals for the Fourth Circuit having is- 
sued a mandate ordering insurance paid 
in a case tried at Richmond in which the 
insured had died from the effects of poi- 

son liquor. 

The order of the court provides that 
insurance of $6,000 on the late Samuel 
Peyton Flickinger be paid to his mother, 
Mrs. S. A. Flickinger of Norfolk. 

Flickinger, a member of a prominent 
Norfolk family, died in Baltimore in De- 
cember, 1927, after drinking, it was al- 
leged, gin cocktails containing wood al- 
cohol, served in the home, of Edmund 
H. Murphy in a Baltimore apartment 
house. The occasion was a party given 
to Mr. Flickinger and his fiancee, Miss 
Katherine McDonald and the host’s wife 
also succumbed. Murphy recovered af- 
ter hospital treatment. 








APPOINTED EAGLE AGENCY 

The Ostrov agency of Akron, Ohio, 
has been appointed general agents for 
the Eagle Indemnity. 








Agents 


2 Lafayette Street 








Something New for Your Clients 


Our 


Tourist 


Extension Endorsement 


With this new coverage your clients, while 
away from their permanent residences, can take 
their burglary, theft, larceny and personal hold- 
up protection with them. 


The introduction of this form is additional 
proof that our. executives are agency-minded to 


the utmost degree. Write for copies of the 
endorsement and rates. 


Equitable Casualty & Surety 


Company 


John L. Mee, President 


— 


New York City 








“Equitable in Practice as in Name” 








Fr kcnoiseanr tarde x te TAR 
Car~uattso 


AS a _UNDERWRITER 7 


August 23, 1929 








Questions and Answers 
IN SURETYSHIP 


No. 


10. ACCOUNTING 


Conducted by George E. Hayes, Vice-President, Union Indemnity 





1. When a company issues a bond 
the accounting department has to be 
advised; what are the reasons for this? 

2. In what manner does the under- 
writing department advise the accounts 
and statistical departments upon the is- 
suance of a bond? 

3. What information does the ac- 
counting department require to know 
upon the issuance of a bond? 

Why does the accounts depart- 
ment require to know the state to which 
the business relates? 

5. What information additional to 
that required for new bonds is it neces- 
sary to advise the accounts department 
in respect of: (a) additional premiums 
on existing business. (b) cancellations? 

6. From an accounting point of view 
is reinsurance handled any differently 
from direct business? 

7. What are the premium reserve 
records that are kept by the accounts 
or statistical departments? 

8. If after a bond has been issued 
a change is made in the particulars of 
this bond but such change does not af- 
fect the premium, is it necessary to ad- 
vise the accounts and statistical depart- 
ments? 

9. Why is it necessary to advise the 
accounts department of the termination 
of a bond? 

10. What is a premium ninety days 
past due and what affect do such pre- 
miums have on the financial position of 
the company ? 

Answers 

1. The accounting department has to 
see to the collection of the premium. It 
has to keep records of the business writ- 
ten by the company, first, so that the 
company can know how it stands and 
second, so that the necessary reports 
may be made to the various state and 
federal supervising officials. To do this 
the accounts or statistical departments 
have to keep records of the business 
written, the business in force, the un- 
collected premiums and also have to be 
in a position to make up experience on 
the various classes of bonds. 

2. By sending to the accounts and 
statistical departments either the file it- 
self or else an abstract containing all 
the information required by the accounts 
and statistical departments. The form 
of the abstract would depend upon the 
company’s system and would usually be 
designed so that this abstract can be 
made up simultaneously with cards or 
papers which have to be made up for 
other purposes, as, for instance, index 
and expiration cards. 

The information necessary is: (1) 
particulars of the agency issuing bond. 
(2) identification particulars of the bond; 
the execution or report number; the 
bond number (if any); the principal’s 
name and address and the assured’s 
name and address. (3) accounting partic- 
ulars of the bond; namely, the kind of 
bond, the amount, the effective date, the 
expiration and the premium being 
charged. 
state charged and code number and clas- 
sification code number. 

4..The company must keep its busi- 
ness separated as to the different states 
in which it transacts business not only 
for its own information but also for 
taxation purposes as the company has 
to pay taxes to the different states in 
accordance with the amount of business 
written in those states. 

5. In the case of an additional pre- 
mium the effective date of the addition- 
al premium must be advised as well as 
the effective date and expiration of the 
bond as originally written. A short ex- 
planation of the reason of the additional 


(4) statistical particulars—the ° 


premium should also be given. In 
the case of cancellations it is neces- 
sary to advise the effective date and term 
of bond as originally written in addi- 
tion to the cancellation date, and the 
return premium which the company has 
to pay back must be notified in addi- 
tion to the original premium which the 
company charged. This original premi- 
um and original return are required for 
premium reserve purposes. 

6. Reinsurance granted by the com- 
pany on some other company’s bonds is 
treated the same as business written by 
the company itself, except that the 
“agent” in this case is the company be- 
ing reinsured. Reinsurance secured by 
the company to reduce the liability on 
its own business can be treated by the 
same method but using a special ab- 
stract marked “Reinsurance Ceded.” In 
this case the “agent” is the reinsuring 
company and has to be paid the premi- 
um and not billed for it. 

However, in the case of so-called 
“treaty” reinsurance (that is to say 
where the company has a general rein- 
surance agreement with another), rein- 
surance both ceded and received is usu- 
ally dealt with by the use of bordereaux. 
A bordereau is a sheet upon which par- 
ticulars are entered of cessions on several 
bonds; usually one line is used for each 
reinsurance risk. Copies of this border- 
eau are sent to the accounts and statis- 
tical departments and to the reinsuring 
company. The reinsurance company will 
not create, in such circumstances, a file 
for each risk reinsured but will use the 
bordereau instead. 

_The record kept is a record of 
premiums which have been written on 
bonds which are still in force. The rec- 
ord is usually kept separately for each 
different kind of bond (a limited number 
of broad divisions) and for each kind 
the business in force is kept divided 
into the different terms for which bonds 
are written: but to save work the terms 
are usually taken to the nearest complete 
year. Under each term the in force pre- 
miums are kept subdivided further by 
months of expiration. From such rec- 
ords it is easy to compute the unearned 
premiums; that is to say the premiums 
corresponding to the unexpired portion 
of every bond still in force. 

8. It is necessary to advise the ac- 
counts or statistical departments in re- 
spect of all changes whether involving 
the premium or not if the change af- 
fects any particulars of the bond in which 
the accounts or statistical departments 
are keeping records. This applies, for 
example, to a change in the term or the 
state charged or the classification code. 

It is necessary to advise the ac- 

counts department of the termination of 
a bond if this takes place before the 
expiration date for which the bond was 
originally written because the depart- 
ment keeps records of the premiums and 
bonds in force for the purpose of com- 
puting the unearned premium reserve. 
When a‘bond is terminated it must be 
taken out of the “in force” records. 
_ 10.. When the company writes a bond 
it takes credit for the premium on its 
books; that is to say, it treats the pre- 
mium as an asset (a debt owing to it by 
the insured), and sets up liabilities (re- 
serves) for commissions and unearned 
premium reserve; also for losses if any 
arise on the bond. If the premium has 
not been collected within ninety days 
of the effective date of the premium such 
premium is then termed a premium over 
ninety days past due and when a com- 
pany makes up its financial statement it 
is not allowed to take credit for the 
premium. 


———.. 


Massachusetts Auto Rates 
(Continued from Page 33) 


be will take good care that no drastic 
advance is permitted. 


Highlights of Bureau’s Report 


Following are the highlights of the re- 
port of the Bureau as filed with the 
commissioner : 

Instead of five rate zones as at pres- 
ent, it is recommended that the state 
be divided into ten zones, with Territory 
No. 1 carrying the highest rate. Apart 
from the general increase in rates, sev- 
eral cities, including Chelsea, Revere, 
Boston, Lynn and Lowell, face special 
increases. 

Territory No. 1 in the present rate 
schedule carries the highest rate in the 
state and includes the following cities and 
towns: Boston, Cambridge, Everett, Re- 
vere, Somerville and Winthrop. A Ford 
or other small four cylinder car in Ter- 
ritory No. 1 pays for compulsory insur- 
ance, under the present rates, $47 a year, 
Chelsea, Revere and Boston would be 
lifted out of Territory No. 1 in the 
order named. Chelsea would carry the 
highest rate, which would be substan- 
tially above the present rate, with Re- 
vere and Boston a close second and 
third. The remaining cities in this ter- 
ritory also face increases above the pres- 
ent $47 rate. 

Territory No. 2 now takes in cars in 
the following cities: Arlington, Belmont, 
Brookline, Dedham, Malden, Medford, 
Milton, Newton, Quincy, Watertown and 
Winchester. Small cars in this territory 
now pay $31 for compulsory insurance. 
These towns would, under the report, be 
moved to a lower rated territory, and 
their places would be taken by the city 
of Lynn, which the Bureau finds to have 
a loss record exceeded only by Chelsea, 
Revere, Boston and the Cambridge-Ev- 
erett-Somerville-Winthrop group. Small 
cars in Lynn now pay $25 a year, Lynn 
being in Territory No. 3. Its new clas- 
sification proposed would call for a pre- 
mium of $31 a year. 

Cars in the following cities and towns 
would be moved up to a higher rate class 
following behind Lynn cars: Lynnfield, 
Marblehead, Melrose, Nahant, Peabody, 
Salem. That would put them in ‘the 
same class with the cities and towns 
now in Territory No. 2, as already indi- 
cated. 


Lowell in Special Class 


Lowell would be taken out of the pres- 
ent rate class and, as in the case of 
Lynn, placed in a special class by itself, 
which would be designated as Territory 
No. 7. Small cars in Lowell now pay 
$25 a year. Aside from the general in- 
crease, if allowed, Lowell would have 
a small special rate tacked on. 

The rating bureau report says as to 
accidents to Lowell cars: 

“Most of the towns surrounding Low- 
ell are on main arteries of travel leading 
to New Hampshire and are subject to 
trafic congestion of these ‘through 
routes.’ With the exception of Burling- 
ton, where the indications of the two 
years (1927 and 1928) are nearly iden- 
tical, each of these towns shows loss 
cost higher in 1928 than in 1927, ex- 
cepting Chelmsford.” 

The group of towns referred to con- 
sists of Carlisle, Dover, Concord, Sud- 
bury, Wayland and Framingham. All 
would be sharply increased. Small cars 
in these towns now pay $14. Medium 
cars in these towns, such as Buicks and 
other six cylinder cars, now pay $21. 
This group of towns now classed as Ter- 
ritory No. 5—remainder of state— 
would be sharply increased. 

“Tf this Lowell group of towns is not 
separated from the balance of Territory 
No. 3,” the report states, “the other 
towns in the territory will not be get- 
ting the reduction to which they are en- 
titled on the basis of their experience.” 

Increased rates are called for on com- 
mercial cars, including trucks and trail- 
ers. Losses on this class exceeded the 
allowance by approximately 4%, the rat- 
ing bureau’s report finds. Little or no 


change in rates is called for on public 
automobiles, including taxicabs and 
buses. Last year’s rates on this class 
were reduced about 16%. The report 
calls for slight changes in rates due to 
realignment of territory. 

Rates for small garages and repair 
shops would be reduced about 15% and 
rates for large garages would be in- 
creased 10%. At present small garage 
and repair shops pay a flat minimum 
premium and the premium for large 
garages is computed on the basis of their 
payrolls. Rates for motorcycles would 
be materially increased under the rating 
bureau’s findings. The present motor- 
cycle rate is the same as the lowest 
passenger car rate in the same territory. 
Motorcycle owners would pay the same 
rate as on the highest passenger car. 
Losses from motorcycle accidents were 
three times as high as the allowance 
ratio, according to the report. 

Although a general increase in rates 
is found necessary, rates in some cities 
and towns may be reduced, in the light 
of the claim experience in these places. 
Changes up or down would be effected 
by a realignment of territory—some 
communities would be lifted from a low- 
er to a higher rated territory, and a 
few would be dropped. 

The report of the rating bureau is con- 
fidential to the commissioner, who said 
it was “too early” for him to comment 
on it. 





$3,615,890 NET SURPLUS 


Capital of Royal Indemnity Is $2,500,000; 
Company Has Assets of 
$24,597,000 
The capital structure of the Royal In- 
demnity has been rearranged at a meet- 
ing of the board of directors when a 
stock dividend of 150% or $1,500,000 was 
declared, thereby increasing the capital 
to $2,500,000. The next step of the 
board of directors was to declare a cash 
dividend of $250,000. The present net 
surplus over all liabilities is $3,615,890, 
and the total assets are $24,597,000. The 
Royal Indemnity owns more than $3; 
000,000 of government bonds and more 

than $10,000,000 of railroad stocks. 





ST. LOUIS APPOINTMENT 

The Standard Surety & Casualty has 
named Walter T. Campbell & Co, of 
St. Louis, as its general agents for cas- 
ualty and surety. This agency is one 0 
the oldest in that city and Mr. Campbell 
has been in the business continuously for 
the past twenty-nine years. Under its 
new expansion program the agency will 
further develop southern Illinois and 
eastern Missouri. It maintains a large 
sub-agency plant. 
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